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Little Rock Man 
Owns Insurance 
Company Fleet 


Three Companies, an Annex and 
Reciprocal Help Keep A. B. 
Banks Busy 


MILLIONAIRE LUMBER MAN 


Also Holds Control of Forty-One 
Banks; Takes Many Insurance 
Chances 


How many people in the East have 
ever heard of A. B. Banks of Little Rock, 
Ark.?2 Undoubtedly, very few. But in 
the Southwest he is regarded as very 
live competition in some of the most im- 
portant branches of the insurance busi- 
ness and he is considered one of the most 
courageous and daring insurance opera- 
tors in the United States, frequently writ- 
ing lines of such a size and such a na- 
ture that the question is asked: “What 
will Banks do next?” 

This Little Rock financier, who is 
worth several million dollars, runs three 
stock insurance companies. They are the 
Home Fire Insurance Co. of Little Rock, 
which had a net premium last year of 
$1,181,000 and which has had an average 
expense ratio for the past ten years of 
27.6 per cent.; the Home Life Insurance 
Co. of Little Rock, Ark., which has as- 
sets of over $2,000,000 and insurance in 
force of $25,000,000; and the Home Acci- 
dent Insurance Co. of Fordyce, Ark., 
which has total assets of nearly $2,000,- 
000. Mr. Banks is president of all three. 


Wide Range of Activities 


In 1921 the Home Fire of Little Rock 
obtained control of Lee Blakemore, Inc., 
the attorney-in-fact for the Manufactur- 


ing Woodworkers’ Underwriters Recipro- 
cal Insurance Exchange of Chicago, or- 
granized in 1909. In January, 1922, 
the Lumber Underwriters of the Home 
Fire Insurance Co. was transformed into 
a reciprocal exchange, known as the sub- 
scribers at Lumber Underwriters and the 
business of the Manufacturing Wood- 
workers’ Underwriters was taken over 
and consolidated’ with that of the new 
reciprocal, which is now managed by 
A. B. Banks & Co. as attorney-in-fact 
for the members. All policies issued 
by the Lumber Underwriters are now 
guaranteed by the Home Fire Insurance 
Co. as to the payment of losses, and 
the company also guarantees the mem- 
bers of the exchange against assess- 
ment. For its services, the company re- 
teives 5 per cent. of the net premiums 
hich is paid to it by A. B. Banks & 
Fo, out of the expense allowance of the 
tter; namely, 25 per cent. of the net 
premiums. 
(Continued on page 31) 























PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test 
of time! 143 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 





Indemnity Company 
75 Maiden Lane, New York 









































Satisfied Policyholders 


More than 67% of all insurance written 
by this company since 1867 is still in force 
today. What better evidence could there 
be that policyholders appreciate the “golden 
rule” service of Iowa’s Oldest Company? 


_ Men desiring to become agents for a good old 
line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 
OF IOWA 


Founded 1867 Home Office: Des Moines 




















Another Forward Step 


_The Salary Savings Plan opens a new and broad field of life insurance 
distribution. This Company has adopted it, and thus maintains its 
front-rank place among the progressive companies whose leadership has 
been gained by vision and initiative. 

This Plan gives life insurance at its best to groups of salaried em- 
ployees and wage-earners in return for monthly premium payments. 


Always room in this organization for men and women who have the 
forward look, and who work with intelligence and industry and in- 
tegrity. Unexcelled service, together with three fine monthly agency 
publications and first-class advertising literature, supply our representa- 
tives with an unsurpassed equipment. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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| Disability Rates 


To Be Raised By 
Life Companies 


Unfavorable Experience Chief 
Reason for Adjusting 
Charges on Provision 


SOME OF POINTS INVOLVED 


Question of Interpretation; 
Actuaries Joint Report 
Expected in Fall 





An increase in the rates charged for dis- 
ability insurance in connection with life 
insurance policies is pretty certain to be 
made in the near future. It is admitted 
quite generally among actuaries that the 
disability feature is not carrying itself 
and an adjustment is necessary. 

The reasons are simple and well under- 
stood in those home offices where a con- 
siderable volume of this exposure is avail- 
able for analysis and study. The com- 
panies desire to tre*t this disability feature 
with great liberaiity. The question of 
what constitutes permanent and total dis- 
ability will never be easy of settlement. 
The alternative is to lean toward liberality 
if the provision is to be encouraged and 
it is conceded that this is desirable. 


Wide Difference In Interpretation 


One of the most interesting points in 
this connection and one that will un- 
doubtedly be discussed at length when the 
joint committee of the Actuarial Society 
of America and the American Institute of 
Actuaries, of which Arthur Hunter, chief 
actuary of the New York Life, is the 
head, makes its report on its exhaustive 
study of the experience of companies writ- 
ing disability insurance, will be the advisa- 
bility of dating back disability payments. 
This involves the interpretation of the 
compa 1y’s own contract. 

For instance, some contract forms pro- 
vide ior the disability payments to com- 
mence at the beginning of disability. Ex- 
perience shows that it often happens that 
a year or even two years may elapse be- 
fore claim is made. In the case of proved 
disability, some companies interpret their 
policies to call for the full payment from 
the commencement of disability regardless 
of this lapse of time. They date back the 
claim regardless of the date it is made. 


To Report in Fall 


There are some leading actuaries who 
question the propriety of this practice. 
They claim that this is carrying the liber- 
ality too far and throws out of line the 
true calculation of the actual experience 
under a strict disability provision. This is 
one phase of the greater leniency that is 
shown by some companies that will have 
to be threshed out by the actuaries and 
will, it is hoped, give a uniform interpre- 

(Continued on page 10) 
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1—_—-Hart & Eubank, General Agents of the AZtna Life Insur- 
ance Company, take pleasure in congratulating Mr. James 
Elton Bragg upon his selection by the Manhattan Life 
Insurance Company as Vice President and Superintendent 
of Agencies for that Company. 


9——Mr. Bragg has won conspicuous success in the agency field 
by his extraordinary ability as an educator of life insur- 
ance salesmen. 


3——Formerly star member of the faculty of the Insurance 
School of the University of New York, and later director 
of Agency work in the great C. B. Knight Agency of the 
Union Central, Mr. Bragg enters his new office exceed- 
ingly well equipped for its duties. 


4—— Hart & Eubank, as friendly competitors, are glad to extend 
to Mr. Bragg and to the Manhattan Life congratulations 
upon his appointment. 


HART & EUBANK, General Agents 


AETNA LIFE INSURANCE COMPANY 


100 WILLIAM STREET 
NEW YORK CITY 


“IT PAYS TO HAVE AN ACCOUNT WITH THE AETNA” 
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Manhattan Life In 
Convention Here 


J. E. BRAGG GETS INTO ACTION 





Conducts Educational Features of Three 
Day Meeting Full of 
Sales Ideas 

Managers and leaders of the Manhat- 
tan Life gathered at the Hotel Astor this 
week and held sessions for three days 
that were overflowing with practical sales 
information. President Thomas  E. 
Lovejoy welcomed the company’s rep- 
resentatives and Vice-President John F. 
Riche presided, introducing the com- 
pany’s new executive Vice-President 
James Elton Bragg who had_ general 
charge of the convention sessions and 
who conducted most of the education 
work of the meeting. The business ses 
sions were interspersed with recreation 
including a trip to Coney Island, base- 
ball game, and theatre party. 

Vice-President Bragg really went into 
action at the morning session on Wed- 
nesday and devoted himself to laying a 
foundation for a complete program in- 
surance discussion, and giving the defin- 
ite, practical selling points at the later 
sessions. The new Manhattan Life ex- 
ecutive who was personally acquainted 
with but few of the company’s field 
representatives evidently was determined 
to make the sessions practically bene- 
ficial. As they came into the session 
Wednesday they found stenographers 
note books on the seats and those who 
didn't have pencils were supplied with 
then. A feature of the Wednesday ses- 
sion was a demonstration in which Mr. 
Bragg and Robert Williams of the 
Union Central took the parts re- 
spectively of prospect and salesman. 
This demonstration went over good. 

Following is a summary ol Vice-Presi- 
dent Brage’s suggestions for organizing 
production plans: 

These few simple suggestions are of- 
fered to those of you who are sincere 
in your desire to do your utmost in 
closing business during the remaining 
four months of 1925. 

Your problem is this: How can you 
obtain the greatest number of effective 
interviews with your best prospects 
during the months of September, Octo- 
ber, November and December ? 

Selecting Your Prospects 

Let us analyze this problem. First of 
all, who are your best prospects? 

In answering this question, keep your 
aim in mind,-paid-for business. You 
are not interested primarily in doing 
“missionary” work at this time. You 
want applications. 

Obviously, the persons whom you had 
expected to sell are your “warmest 
prospects. Put the cards bearing their 
names in the front of your file box. 

Your policy holders come next. Go 
over your list of policy holders and weed 
aut the names of those who for some 
specific reason could not buy life insur- 
ance during the next four months. All 
the others are good prospects. You 
know them; they know you. You are 
familiar with their needs for life insur- 
ance, and with their personal peculiar- 
ities. They will give you a hearing, if 
you have something worth while to say. 

The third group of prospects would 
be those persons whom you have in- 
terviewed, but who have “put you off” 
until sometime next year. You have al- 
ready started them on their way to 
buying life insurance. Maybe you can 
close them now if you will talk to them 
earnestly and faithfully. 

Your fourth group of prospects would 
be those persons with whom you are 
acquainted but with whom you _ have 
never discussed life insurance. If I 
may digress a moment, I suggest to those 
of you who have recently come into 
our business, that you make up immedi- 
ately a list containing the name of every 
man, woman, and child in your territory 
who knows you. This would be the 
finest prospect list that you could have. 


The people who know you are the ones 
who will willingly grant you a hearing. 
And you will be “at home” with them. 

Your fifth group of prospects would 
be strangers, the so-called Cold Can- 
vass prospects. I suggest the following 
principle to guide you in_ selecting 
strangers as prospects: Select those 
persons with whom you have the most 
in common, socially and intellectually,— 
persons with whom you can be com- 
panionable—persons with whose problems 
in life you can be sympathetic,—persons 
whose “language” you can speak. 

Make up a list of all the interests 
that you have had in life——your school, 
college, church, lodge, former occupa- 
tions, neighborhoods in which you have 
lived,—every interest which has brought 
you in contact with other people. Then, 
as you think of each one of these inter- 
ests, put down the names of the persons 
who are associated with it in your mem- 
ory. If published lists of names are 
available, get them,—for instance, the 
alumni lists of your school and college, 
the membership lists of the churches 
which you have attended, ete. 

Beginning the Campaign 

After you have selected your pros- 
pects, the question arises: in what order 
shall you call on them? And the answer 
is obvious. Call first on the prospect 
who is most nearly sold. Start with 
your “warmest” prospects and work 
toward the “cold” strangers. Call on 
your groups of prospects in the order 
in which I have named them. And re- 
member, your aim is to write applica- 
tions. 3egin to write them today. 
Stimulate yourself with success at the 
very beginning of this intensive cam- 
paign. The application which you get 
today will put you in the proper frame 
of mind to get another tomorrow. Like 
a snowball coming down a hill, you will 
roll up a store of courage and efficiency 
as you go along. And when you get 
to the strangers on your list, you will 
be ready for them. 

Your next question is this: How will 
you route your calls and schedule your 
time in order to obtain the greatest 
number of interviews with the prospects 
whom you have selected? And again, 
common sense furnishes the answer. 
You will group your prospects by dis- 
tricts and neighborhoods in your terri- 
tory. On Monday you will call on the 
prospects in District A; on Tuesday 
you will work in Districts B. In other 
words you will reduce to the minimum 
the time required in going from pros- 
pect to prospect. Through saving your- 
self footwork, you will conserve the 
greater part of your time for personal 
contact with the prospect himself. It 
is what you say and do in the presence 
of the prospect which brings the appli- 
cation,—not the energy you expend in 
reaching his office. The less time you 
spend in traveling,—the more time you 
will have for talking, the greater will 
be the number of your interviews. 

And how much each working day 
are you willing to give to your work? 





Wouldn't this be a reasonable schedule? 
From nine o'clock in the morning until 
five in the afternoon you will devote 
your energies exclusively to the work 
of calling on prospects. You will do 
your other work,—preparing proposals, 
keeping records, writing letters,—before 
9 a.m. and after 5 p.m. In other words, 
during the business hours of the day 
you will concentrate on the work which 
brings direct results, interviews with 
prospects. 

And let me suggest that you forget 
the tradition which has been built up 
by lazy city salesmen to the effect that 
prospects can not be seen before ten 
in the morning, nor between noon and 
two o'clock, nor after four in the after- 
noon. It is true that the best time to 
see certain prospects is between ten 
and twélve in the morning, or two and 
four in the afternoon. But there are 
hundreds of persons in every community 
who can be interviewed at any time 
between eight in the morning and_ six 
in the evening. Simply use a_ little 
common sense in selecting the types of 
prospects upon whom you will call in the 
hours following the dawn and just be- 
fore twilight. And, of course, don’t call 
on members .of the “Three-hours-for- 
Lunch Club”, between twelve and two 
in the afternoon. 


Making Your Quota 


In addition to selecting your pros- 
pects, routing your calls, and schedul- 
ing your time for this four-months cam- 
paign, would it not be well also to set 
some standard by which to measure the 
effectiveness of your efforts? 

There are just eighty-four full work- 
ing days and sixteen Saturdays between 
September Ist and December 3lst. 

Would you be willing to enter into 
such an agreement as this with your- 
self: “It is hereby agreed between me, 
the salesman, and myself, the executive, 
that the salesman shall have not less 
than four interviews every Monday, 
Tuesday, Wednesday, Thursday and Fri- 
day, and not less than two interviews 
every Saturday, between September Ist 
and December 3lst. It is our under- 
standing that an interview is the personal 
presentation of a definite proposal of life 
insurance to the prospect for his ac- 
ceptance or rejection.” 

If you will make, and then live up to 
such an agreement, you will have—each 
one of you—three hundred and _ sixty- 
eight interviews. The least efficient one 
of you will average not less than one 
application for every fifteen interviews, 
or a total of twenty-five cases. Your 
application will average at least two 
thousand dollars each. Your minimum 
production will be fifty thousand dollars. 

Keep these few simple suggestions 
in mind in planning your work for the 
remaining four months of 1925. Pick 
your prospects intelligently, route your 
calls, schedule your time, set yourself 
a definite task, do your work faithfully, 
and you can not fail to bring in a satis- 
factory business during the remaining 
four months of 1925, 





$200,000 Life 


Phone 
Cortlandt 2030 





New England Mutual Life 
Limits 

On One of Our 

$100,000 Term} Regular Examiners 


Far sixteen years the brokers’ office 


BALDWIN 


5th Floor (Entire) 
5 Maiden Lane 


5 Seconds from Broadway 








To Have Evening 
Course at N. Y. U. 


CHANGE IN DAY SESSION TOO 
Life Underwriters Committee, Headed 
By E. J. Sisley, Planning New Ad- 
justment of Course 
Certain changes are contemplated for 
the Life Insurance Training Course at 
New York University under Professor 
Griffin M. -Lovelace. The Life Under- 
writers committee headed by Edward J. 
Sisley and of which Lawrence Priddy 
and Orra S. Rogers are the other mem- 
bers, are making inquiries as to the de- 
mand for the new schedule contem- 

plated. 

Among the changes, the most impor- 
tant is the inauguration of an evening 
session of the classes to accommodate 
those who are unable to attend day 
classes. This would meet three evenings 
a week on Monday, Wednesday and 
Friday, commencing at 4 p. m. to 6 p. m. 
and from 6:45 p. m. to 9:30 p.m. This 
would give 45 minutes for dinner at 
6 p. m, 

It is proposed to conduct a day course 
running for a period of eleven weeks 
beginning Wednesday, October 7th, and 
having the session take all day on Mon- 
day and two other morning sessions on 
Wednesday and Saturday. This would 
give the students three full days each 
week for sohciting business instead of 
two as heretofore. 

Soth schedules give exactly the same 
teaching time and both will cover a 
period of eleven weeks. 











CHANGE IN COMMISSIONS 
New York Life Adjusts Basis of Com- 
missions Payable on Policies Where 
Age is Over 60 Years 
The New York Life has adjusted the 
basis of commission payments to all agents 
and others, effective August 15, to con- 

form to the following : 

On all policies issued by the company, in 
which either the true age or the rated-up 
age is over 60 years, the applications for 
which were written and examinations 
made on or after August 15, 1925, the 
commission on the premium’ for the first- 
year-of-insurance, paid in cash to and re- 
ceived by the company, shall be an amount 
equa! in dollars and cents to the amount 
of commission payable, under the agents’ 
contract (or employee’s agreement) on a 
policy issued for the same amount, and on 
the same plan, at age 60, 





MADE ALBANY MANAGER 
John L. Emerick Placed in Charge of 
Albany Office by Equitable Life 
of lowa 
John L. Emerick, a life insurance man 
with fifteen years’ experience, has been ap- 
pointed Agency Manager for the Equitable 
Life of lowa at Albany, N. Y. Mr. 
Emerick has been associated with the AI- 
bany office of the Mutual Benefit as 
cashier and office manager since entering 

the life insurance business in 1910, 

He is well acquainted in the city, being 
prominently identified with Masonry and 
with other Life Underwriters of the city. 
It is predicted that he will build a very 
successful agency in the state capital. 


WITH MANHATTAN LIFE 

R. G. Richards, assistant professor of 
economics at Lafayette College, has been 
appointed research assistant in the 
agency department to assist Vice-Presi- 
dent James E. Bragg. He will prepare 
material for production work of the field 
force. Mr. Richards is a graduate of 
Harvard and he has done graduate work 
in economics there. 


FRANK H. DAVIS ON COAST 

Vice-President Frank H. Davis of the 
Equitable Life Assurance Society is on a 
trip to the Pacific Coast visiting the 
coast agencies. Mr. Davis is accompanied 
by several other officers of the Society. 
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A Campaign in Behalf of Women 
and Children 


Fifth Extract 


The Life Income Policy already described is in many respects 
the best of its kind, but the newer contract referred to in the 
following extract from the book entitled INCOME INSUR- 


ANCE is more attractive to many men who are fathers as well 
as husbands: 


“Although the return under a Life Income contract can never be less, and may be more 
than under a policy payable in a single sum, it is nevertheless true that after all the instalments 
have been paid nothing will remain, and this objection has proved an obstacle in placing Life 
Income insurance in certain cases. Consequently the Guaranteed Investment Policy has been 
framed. This contract is issued on the “life’’ form only, because that is the only form that 


accurately carries out the object aimed at: namely, an income for life to begin at the death of the 
Insured but not before. 


“This policy provides for the payment of an income of 5% to the Beneficiary for life. To 
this an Excess Interest Dividend will be added bringing the total income up, if prevailing condi- 
tions continue, to more than 6%. 


“On the death of the Beneficiary the face value of the policy will go intact to some survivor 
or survivors. 


‘‘This is an admirable policy for the man who wishes to provide a liberal income for his wife 
as long as she lives, without encroaching upon the face value of the policy. 


EXAMPLE 


‘“‘A man of 35, whose wife is 30, takes a Guaranteed Investment Policy on the Ordinary 
Life form for $25,000. For this he must pay an Annual Premium of $863.50. This is equivalent 
to $71.95 a month. 

‘This policy will mature at his death, and thereafter his wife will receive an income of 5% 


on $25,000, increased by an Excess Interest Dividend. If the latter is at the rate of 1.4%, she 
will receive 5% plus 1.4% or 6.4%. 


“Tf this were a policy of the ordinary kind, the interest guaranteed would be only 3%. But 
this is a composite contract consisting of an Ordinary Life Policy, combined with a small Sur- 
vivorship Annuity for which a slight additional charge is made. The effect of this is as follows: 
The Ordinary Life part of the contract yields 3% interest, and the Survivorship Annuity pro- 
vides an additional 2%. The result is that the total income to the original Beneficiary is 5% 
for life plus any Excess Interest Dividend that may be declared. On the death of this 
Beneficiary the $25,000 will be payable to the succeeding beneficiary or beneficiaries. 


“It is important to note that this income is not exclusively interest, but consists in part of 
the proceeds of the Survivorship Annuity embodied in the contract.’ 


The Equitable has openings for young men of some general 
experience to sell these attractive policies. 


THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


393 SEVENTH AVENUE, NEW YORK 
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Acacia Mutual Plans 
For New Home Office 


WITHIN SHADOW OF CAPITOL 





Acquires Two City Blocks, Part of 
Which Will Be Used for Housing 
Development for Employes 





The Acacia Mutual Life of Washing- 
ton, D. C., has purchased four acres of 
land within the shadow of the Capitol as 
a site for a new home office building. 
This property, which amounts to two city 
blocks immediately adjoins the Capitol 
Grounds on the north and east, and a part 
of it will front on the boulevard provided 
for by Congress from the New Memorial 
ridge across the Potomac River, already 
under construction, to the Union Station. 

The plans of the Association call for 
the erection immediately of a six or 
seven-story fireproof building on a part 
of the property, which will be used by it 
as a Home Office until the permanent 
Home Office building is completed. This 
will give the Association ample time to 
study the type and character of building 
it will erect as its permanent home. It is 
growing so fast that it could not at this 
time intelligently decide upon the charac- 
ter of building it needs, or the amount 
of space that it will require in the im- 
mediate future. The building that will 
be temporary occupied as a Home Office 
building will be later converted into a 
unit of the housing development that the 
Association has under consideration for 
the care and welfare of its employees. 

The property is believed admirably 
suited to the uses of the Association’s 
business, in that in addition to the ad- 
vantage from the Capitol Park and 
Grounds, it is located within two squares 
of the Union Station and the main Post 
Office. It is also centrally located for the 
convenience of its Washington patrons 
and its employees, all of the street car 
lines of Washington either passing it or 
being very adjacent thereto. A material 
part of one square was occupied by a 
lumber yard a number of years ago, and 
the other as a flour mill. The property 
has been lying dormant for a number of 
years, and the Association, therefore, 
secured it at a very low price, and was 
fortunate that it did not have to pay for 
any extensive improvements. In plan- 
ning its new buildings and in the devel- 
opment of the new section, the Associa- 
tion will have the advantage of the ad- 
vice and cooperation of the The Fine 
Arts Commission of Washington. The 
erection of these buildings in that sec- 
tion will create a new center in Wash- 
ington and result in the elimination of 
many of the unsightly buildings sur- 
rounding the United States Capitol on 
the north. It will, therefore, be a real 
benefit to the city of Washington as well 
as to the Acacia Mutual Life Associa- 
tion. 

The development of the Acacia in the 
past few years has been remarkable. It 
has now over $190,000,000 of business in 
force, and will probably close the year 
with over $200,000,000 putting it in a 
a class with the large companies. The 
Officers of the Association are William 
Montgomery, President; J. Harry Cun- 
nhigham, Vice-President; Charles E. 
Baldwin, Treasurer; J. P. Yort, Secret- 


ary and Actuary; J. B. Nichols, Medical 
Director, 








Distinctive Agency Service 


The Mutual Benefit through its educational 
methods affords every opportunity to its rep- 
resentatives to so fit themselves that they may 


be competent to give sound advice to their 
clients along Life Insurance lines. 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 


Organized 1845 


Newark, New Jersey 








NATIONAL ASSOCIATION GAINS 





Both Number of Local Associations and 
Individual Memberships Increased 
Over Last Year 
Executive Secretary Everett M. En- 
sign of the National Association of Life 
Underwriters, has prepared a report on 
the membership condition of the Associa- 
tion as of June 30, which show that there 
has been a net gain in member associa- 
tion of six and a gain in membership of 

465. 

Seven associations disbanded or auto- 
matically forfeited their membership for 
non-payment of dues during the year. 
The number of active associations now 
is 160. Of the local associations, seventy- 
seven showed gains in membership and 
eighty-four experienced losses. The 
largest gain was made by the Seattle 
Association with an increase of 250 mem- 
bers. Kansas City was next with 210. 
The total membership of the National 
Association now is 13,490 as against 13,- 
025 last year. 

The New York Association has a mem- 
bership of 1,423 compared with 1,302 last 
year; an increase of 121. The Chicago 
Association experienced a loss of eighty- 
seven. The losses in membership are 
attributed to waning enthusiasm follow- 
ing intensive drives for membership. 





RULE GOVERNING MINORS 


The Equitable Life Assurance Society 
has made the following new rule affect- 
ing insurance on minors: ‘ 

“In connection with applications for 
policies on the lives of minors it is nec- 
essary to have the name of the father 
given in each instance. The mother is 
usually named as beneficiary, but this is 
not always sufficient for purposes of 
identification, and the name of the fa- 
ther, if living, should be given in order 
that the inspection may not be delayed. 
The father’s name in full and his com- 
plete business address should therefore 
be inserted on the back of the applica- 
tion blank in the space provided.” 


OPPOSE AVIATION INSURANCE 





General Staff Plan to Furnish Men on 
Flying Duty With Free Government 
Insurance Not Popular 


The proposal of the General Staff of 
the Army to substitute free life insurance 
for army aviators instead of 50 per cent 
additional base pay which is sought by 
men on flying duty, is sure to meet the 
greatest opposition from the army per- 
sonnel. 

The amount of insurance proposed 
under the general staff plan has not been 
disclosed, but it is understood to be 
$10,000. Air officers point out that with 
their additional pay it is possible to pro- 
tect their dependents up to $30,000 with 
commercial insurance. Therefore, they 
are not at all interested in a $10,000 Gov- 
ernment policy. 

Aviation is especially attractive to 
bachelor officers, many of whom have 
no dependents and are not interested in 
carrying heavy insurance, whether con- 
tributed by the Government in lieu of 
pay or purchased by them out of their 
flight allowance. 





MADE BROKERAGE SUPERVISOR 

Manager J. E. Flanigan of the New 
York agency of the Bankers Life of Des 
Moines, has appointed L. Strayer Brady 
as supervisor of the brokerage depart- 
ment. Mr. Flanigan plans a further de- 
velopment of this class of business. Mr. 
Brady is a graduate of Cornell and was 
recently awarded an M. A. degree by Co- 
lumbia University. 





M. L. LANE TO MOVE 

Mervin L. Lane, agency manager of 
the Equitable Life Assurance Society, at 
1140 Broadway, New York, will shortly 
move his offices to the twelfth floor of 
that building, where he has leased a half- 
floor. Mr. Lane’s Agency was estab- 
lished on July Ist, 1925, and in less than 
two months time, he has outgrown 
Rooms 1603 and 1604 which he originally 
occupied. 


Canadian Supts. To 
Discuss Legislation 


WINNIPEG MEETING PROGRAM 





Eighth Annual Conference of Superin- 
tendents’ Association to Be Held 
September 1 to 4 





The eighth annual conference of the 
Association of Insurance Superintend- 
ents of the Provinces of Canada that 
will be held at Winnipeg from Septem- 
ber 1 to 4, inclusive, will be devoted in 
the main to legislative subjects. 

On the first day of the conference J. J. 
McSweeney, of Toronto, president of the 
Life Underwriters’ Association of Can- 
ade, will address the conference on “De- 
sirability of Uniformity in, and Essen- 
tials of, Regulation of Life Insurance 
Agents.” R. W. Shannon, K. C., Legis- 
lative Counsel of the Province of Sas- 
katchewan, will given an address on 
“Some Aspects of Insurance Legisla- 
tion.” 

The subjects covered and the Prov- 
inces whose superintendents will present 
the reports are as follows: 

Automobile Insurance Legislation: 
Problems of uniformity in statutory con- 
ditions; reconciliation statutory condi- 
tions with ancillary substantative statu- 
tory provisions.—British Columbia. 

Agents’ Licensing Legislation: Review 
of existing law; desirability of uniform- 
ity —Alberta. 

Uniform Annual Statement Forms: 
(a) Fraternal societies, Ontario; (b) in- 
surers other than life, Manitoba; (c) 
modified insurers’ licensed under Insur- 
ance Act, 1917.—Ontario. 

Fire Insurance Legislation: Reconcili- 
ation statutory conditions Uniform Act; 
date of proclamation; suggested revision 
statutory condition 8.—Saskatchewan. 

Accident and Sickness Insurance Leg- 
islation: Problems of uniformity in 
statutory conditions; application life in- 
surance legislation thereto; problems of 
coupon accident insurance.—British Co- 
lumbia. 

Central Deposit Legislation.—British 
Columbia. 

Hail and Tornado Insurance Legisla- 
tion: Review of existing legislation and 
regulations; desirability of uniformity.— 
Saskatchewan. 

Reciprocal or Inter-insurance Legisla- 
tion.—Ontario. 

Assessment Plan, Life Insurance 
Clubs Recent and proposed legislation — 
Alberta. 

Underwriters’ Agencies: Uniform 
policy form requirements.—Manitoba. 

Provincial Legislation (1924-1925): 
Reports from the eight Provinces. 





WESTERN STATES PRESIDENT 





M. C. Harris Succeeds H. J. Saunders 
as Head of San Francisco Co.; He 
Has Many Other Interests 


The directors of the Western States 
Life of San Francisco have elected as 
president of the company, Marshall C. 
Harris, who has beer. vice-president of the 
has resigned because of ill health. Mr. 
Harris, who has bee nvice-president of the 
company, has many other interests. He is 
president of the American Dredging Co. 
and has large interests in the Sacramento 
Valley. He is also president of the Harris 
Electric Co, and the American Farms As- 
sociation. The Western States Life has 
passed the $100,000,000 mark of business in 
force. 





GUARDIAN LIFE 









Established 1860 Under the Laws of the State of New York 








Tel. RECtor 5112 


MANAGERS 






THE 
JOHN C.MCNAMARA 
ORGANIZATION 








INSURANCE CO. »%«. 


HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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Guardian Leaders’ Club 
Chicago Convention 


COMPANY MAKES BIG GAINS 


Vise-President Hansen Outlines 
of Company for Next Year; 
Agents Give Talks 


Aims 





With nearly two hundred and fiity of 


the company’s best producers, E. A. 
Gillispie, president of the Leaders’ Club 
of the Guardian Life of America, opened 
of the 


the 


the seventh convention Leaders’ 
Club 10 at 


Beach Hotel, Chicago. 


on August Edgewater 


Following President Carl Heye’'s re- 
sponse to the welcoming speech of. R. 
W. Stevens, of the 
Life, Mr. Gillispie brought the delegates 
to their feet by presenting Vice-Presi- 
dent T. Louis Hansen with one hundred 
and one applications as an expression of 


president IHlinois 


his esteem for the offices of the com 
pany. These were ali written in one 
day. This establishes a new record and 
one all the more remarkable because 
two-thirds ‘of this new business was 


from entirely new prospects. 
Tells of Company’s Growth 

In his talk President Heye quoted 
figures to show that in the first seven 
months of 1925 the company showed an 
increase in paid for business of 40 per 
cent over the same period of 1924. This 
new paid for business amounted to 
$37,000,000 while the insurance in force 
has gained $23,000,000, increasing the 
total in force from $250,000,000 to $273, 
000,000, The prospects for the future 
were never better. 


Vice-President T. Louis Hansen Outlines 
Aims 

In his speech Vice-President Hansen 
lauded the spirit of the field force which 
has prompted Guardian men to insure 
over 20,000 American homes during the 
club year, and stated that it is the aim 
of the company to effect $65,000,000 paid 
for life insurance during 1925 to com 
memorate. the sixty-fifth year of the 
founding of the company. He pointed 
out that the company plans to have 
more business paid for in 1925. than 
there was in force in the first fifty years 
of its existence. $500,000,000 in force 
by 1930 was his prediction, a growth 
that is bound to come with the progress 
the company is making. 

Agents Give Talks 

The afternoon session of the first day 
was devoted entirely to talks on selling 
inethods. The first of these was by E. J. 
Berlet, manager for Philadelphia whose 
subject was “Prospecting for City Busi 
ness” and was followed by E. N. Oistad 
of St. Paul on “Prospecting for Country 
Business,” the two talks bringing out 
the logical ways for developing business 
in rural and urban communities. 

Ihe use of the Prospect Bureau, the 
Guardians very successful lead getting 
service was then discussed by a J. Miles 
of Tampa and Paul Alexander of Brook- 
lvn, the first talking on the prover selec 
tion of lists and the second on the use 
of a standardized approach in_ con- 
nection with leads produced. Clara D. 
Knight, one of the company’s most suc- 
cesstul women agents, then spoke of her 
methods for soliciting women. 

Max Reinboth of New York, the com- 
pany’s leading producer, followed with a 
talk on successful selling methods and 
stated the antagonistic reception by the 
prospect is usually due to the agent’s 
niethod of presentation. 

Following this talk were others by W. 
W. Grosser of Chicago, who spoke on 
consecutive weekly production, -R. P. 
Oistad of St. Paul on “Eight Applica- 
tions a month or a Hundred a Year” and 
A. M. Lasky of New York on “Prospect 
Cards and Files.” 

Following this session a buffet supper 
was served at the hotel and the party 
then went by buses to the municipal 
pier where they boarded a lake steamer 








character and ability. 





The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


- LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity is offered to salesmen of 
Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 








especially chartered for a three hour 
moonlight sail. 
James A. McLain Presides 
Inspector. of Agencies McLain was 


the first speaker of the next session who, 
in his remarks, characterized the Guard- 
ian “friendly company” and one 
whose aim was to bring to the agent a 
better realization of greater possibilities. 
“We have a winning complex,” said Mr. 
McLain. “We can consider our con- 
vention as a coach. It is the last minute 
before a We 


as a 


game. now go back to 

our homes for the start of a new club 
year.” 

The next topic—‘Building an Estate 

by Contract’—was discussed by N. M. 

Way of the New York McNamara 


Agency, the “Pie” Way of All-American 
football fame, whose particular subject 


; POON) 
eee casecor na Ko 
ae} 

: 


expect to die at all. 


| Insurance For Contentment 


| IX do not take out life insurance because we 
expect to die tomorrow. 

| We may sometimes wish we 
were dead, or think perhaps the world and our- 
selves would be just as well off if we were. 
when it comes to the pinch, we will not die, and 





the sale of income insurance. 
Charles R. Holden, vice-president of the 
Union Trust Co. of Chicago followed 
and discussed the trust company’s point 
of view. E. B. Houghton of Rochester 
presented the agent’s point of view and 
F.C. Brinkman, Jr., of Shreveport, the 
optional modes of settlement. 


McNamara on “Why the Guardian” 

J. C. McNamara of the New York 
McNamara Agency concluded Tuesday's 
session with a well delivered talk which 
held his audience for nearly an hour. 
In this talk Mr. McNamara gave his 
reasons why he chose the Guardian from 
among all companies as the one he 
could represent with most confidence in 
its financial strength; progressive growth 
and ability to best serve the insuring 
public. Mr. McNamara opened an 


Was 


SPORES a 


In fact, we don’t 


Ne 
p< 


But 


QE, 


a neither will our family or friends permit us to die. i 
is; Every effort, scientific and unscientific, is made to Al 
Xs, : Ney, 
ian keep breath in the body. 





This is not an essay on life and death. It is simply 
a method of emphasizing the thought that we do iS 
not insure to die, nor do we expect, when we insure, Se 


: mie i 
EN that we will have to die to win. We insure to WW 
ie! secure contentment, which is the very reason why 1eN | 
. ° caaaes 
by) we do not have to die to win. We are winning t ' 


this contentment just so long as we live and pay 
the premium necessary to secure it. 





y seen liperae a 
[ap There is more urge to live with life insurance on 
ey than without it, simply because it gives us this N2) 
Ss) sense of contentment and security. We live more 4 
NV happily and better, and consequently we shall live nbd 
K) longer. Life insurance does not make us careless SX! 
ey or indifferent to life. On the contrary it makes R } 
aN us more careful. Hence, life insurance is a good ion 
Yar thing whichever way you look at it, and never do eS 
My we have to die to win. We win from the very ro 
ey minute we take the insurance. Ve 
| My (p) 
) 


N; 
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agency in New York for the Guardian 

early this year and up to July 31 had 

written over seven millions of insurance, 
Banquet Speakers 

Tuesday evening a banquet was held 
in the East Ballroom at which Vice- 
President T. L. Hansen presided. Presi- 
dent Heye, E. J. Barlet of Philadelphia, 
newly elected president of the Leaders’ 
Club, and E. A. Gillispie, retiring presi- 
dent of the club all spoke. Douglas 
Malloch, the poet and lecturer was the 
chief. speaker of the evening whose 
humorous discussion of wedded life was 
well received. At the banquet Vice- 
President Hansen awarded cups and 
banners to agencies leading in renewals, 
service pins to men who had completed 
ten, fifteen or twenty years with the 
company and pins and watch charms to 
men who had entered the Inner Circle 
and Inner Sanctum of the Leaders’ 
Club. 

Wednesday’s session was called to 
order by Inspector of Agencies McLain, 
who introduced Dr. Charles B. Piper, 
medical director of the company, as the 
first ‘peaker. Dr. Piper talked at length 
on “Underwriting Sub-standard Lives.” 


L. B. Levi of Evansville followed with 
a talk on Program Insurance. Edward 
Ruge, Underwriting Secretary for the 


company came next and read a paper on 
non-medical insurance as a selling tool. 
W. F. Steck, Jr., of Williamsport. then 
spoke on old age independence. The 
convention was brought to a close by 
R. A. Trubey of Fargo who gave an in- 
spired talk on “The Responsibility of the 
Field Force for the Greater Guardian.” 
Mr. Trubey is general agent for the 
Guardian in North Dakota and _ his 
agency leads the agencies of all other 
companies in that state. 
Idea Contest 
Just preceding Mr. Trubey’s talk, a 


general contest was opened on “The 
Most Valuable Idea I Have Gained 
From This Convention.” Contestants 
were allowed five minutes to present 
their ideas. The winners in the order 
named were L. F. Weatherwax of 
Wichita, Mrs. .L. E. Virgien of New 
York, and George Hackman of St. 
Louis. 


New Officers of the Leaders’ Club 

At the meeting of the executive com- 
mittee the following officers were 
elected to serve during the 1925-1926 club 
year: 

Manager E. J. Berlet of Philadelphia, 
president; Max Reinboth, of New York, 
first vice-president; Miss Maud McCal- 
lister of St. Louis, second vice-president; 
vice-presidents at large: J. E. McIlwaine. 


Charlotte, Northwestern and Pacific 
District; C. H. Von Breton of Los 
Angeles, Central District; L. B. Levi of 


Evansville. 

GETS OUT ENDOWMENTS 
Union Mutual Life of Portland Provides 
Facilities for Endowments in Series; 
Has Education Forms 

The Union Mutual Life Insurance 
Company of Portland, Maine, has an- 
nounced a series of endowments for 1, 
12, 13, 14, 16, 17, 18 and 19 year periods, 
and also endowments maturing at age 60 
and 65, 

These policies carry the optional set- 
tlement features common to other policies 
of the company, and are intended to 
equip the Company’s agents not only to 
write endowments in series, but to pro- 
vide educational funds for children. The 
company has had in use, for some time, 
a series of special educational endorse- 
ments. 

The rates at age 35 follow: 


Semi- Quar- 

Endowments Annual Annual terly 
i Wears ...445 $93.65 $48.70 $24.82 
IZ WW@atS. .cdcs5 85.43 44.42 22.64 
1S: Weaes 6eu 78.51 40.83 20.81 
i 72.60 37.75 19.24 
MO Y@ACS” code 63.09 32.81 16.72 
R7 "¥eare . occee 59.21 30.79 15.69 
18 Years o...% 55.79 29.01 14.78 
19° Yeats .2...- 52.76 27.44 13.9% 
At age 60 40.13 20.87 10.63 
At Age 65 34.09. 17.73 9.03 
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Harpers New Book On 000 each per ag oie th individual bene- 


Inheritance Taxes 


ONE OF INSURANCE LIBRARY 


Leon G. Simon, Tax Expert, the Author; 
Gives Many Valuable Tables and 
Charts for Calculation 


book on Taxa- 
tion” has been brought out by Harper 
& Bros. as an addition to Harper's Life 
Insurance Library, the editors of which 
are John A. Stevenson and Griffin M. 
Lovelace. The author of the book is 
Leon Gilbert Simon, an inheritance tax 
insurancé expert. 

There are a large number of charts 
and tables in the book and it treats in 
detail the application of inheritance tax 
laws in each of the states separately. 
The names of the leading railroad and 
industrial corporations are listed with 
the states of their incorporation, which 
together with another table summariz- 
ing the application of inheritance taxes 
to stocks and bonds, gives at once the 
taxability of that particular stock. 

The book is written in an easy, non- 
technical style and yet gives adequate 
treatment from the technical standpoint. 
Selections from the chapter on “Calcul- 
ating Inheritance Taxes” illustrate the 
handling of the subject. It reads: 

In determining the inheritance taxes 
in a given case it is well to remember 
that each estate is subject as a whole 
to the Federal Estate Tax and that each 
share of the estate is taxed by the State 
in which the decedent resided except, of 
course, in Alabama and Florida, which 
do not have inheritance tax laws. More- 
over, if the decedent owned property in 
any State other than the State of resi- 
dence, an inheritance tax by that State 
would be imposed to the extent of the 
decedent’s property within its jurisdic- 
tion. In general, each State taxes all 
transfers of property by resident dece- 
dents except real property located out- 
side the state. Transfers of real prop- 
erty are taxed by the state of its loca- 
tion. Under the Federal laws all the 
property of the decedent must be in- 
cluded in his gross estate if the decedent 
was a resident of the United States. 
In the case of a non-resident of the 
United States all the property located 
in the United States must be included 
in the gross estate. The initial exemp- 
tion of $50,000 by the Federal govern- 
ment allowed to residents is not allowed 
to non-residents. 

Life insurance payable to a named 
beneficiary in excess of $40,000 is tax- 
able and must be included in the valua- 
tion of the gross estate. 

Calculating the tax on a simple estate. 
—We will assume that a resident dece- 
dent of New York leaves a net estate 
of real and personal property amounting 
to $400,000, all of which is located in New 
York to the following beneficiaries and 


A new “Inheritance 


in the following shares. 

NO cl israts. scx Seti Ves OEE $255,000 

Daughter PE ee ee Tee 55,000 

BMROTE. cece Coe hil na An eo a 50,000 

BOC cc ctasraroaitads x aA Oneees 40,000 
$400,000 


The best way to proceed is as follows: 
(1) First determine the New York 
State taxes. 
(2) Then determine 
tate Tax. 
(3) Add 
total tax. 
The tax in New York—If we refer 
to the summary of the New York State 
Law we see that New York imposes 
a tax on all the property of the decedent. 
Then, by reference to the New York 
Inheritance Tax chart, we find that both 
wife and daughter of the decedent are 
in the first group of beneficiaries, the 
Sister in the second group and the aunt 
in the third group. (All others). The 
chart also states that the wife and 


the Federal Es- 


both taxes to determine 


ficiaries share is taxed after deducting 
the exemption. Therefore the wife is 
taxed on $25,000 ($255,000 minus $5,000) 
and the child is taxed on $50,000 $(55,000 
—$5,000). The tax is computed on the 
share of each beneficiary. The New 
York Chart shows the tax on the wife’s 
taxable share to be $6,750 and the tax 
on the child’s share to be $750. The 
sister’s share of $50,000 is not allowed 
any exemption because it is in excess of 
$500. The tax on her share is $1,250. 
The tax on the aunt’s share of $40,000 
is found interpolating the chart and 
amounts to $2,150. Therefore the total 
New York Tax is $10,900. 





AFTER POST-OFFICE GROUPS 


This action has been taken because at 
some points there is considerable com- 
petition of this group business. Post- 
master General New has issued instruc- 
tions to his postmasters that while it is 
permissable to distribute application 
blanks to their employes and to explain 
what group insurance is, it is not per- 
mitted the postmaster to act as agent 
tor any insurance company. 





CONVENTION ON A BOAT 


The Connecticut Mutual Life, whose 
conventions rank with the best in the 
business, will pull off a novelty this 
month with a convention which will have 
at least two days of its sessions on a 
river boat. 











American Central Life 


insurance Company 


INDIANAPOLIS 


metabhiabed 1s6YS 


All agency contracts direct with the company 


Address. 


HERBERT M. WOOLLEN, President 














BOHM GOES TO PITTSBURGH 


Julius Bohm, inspector of agencies for 


the International Life of St. 


Louis has 


moved his headquarters from Jersey City 


to Pittsburgh, 
in the 


where he will be located 
First National Bank Building. The 


company has added considerable terri- 
tory to Mr. Bohm’s supervision and this 
change was to give him a more central 


location. 


The company expanding its 


organization in a number of states in- 


cluding North Carolina, Michigan, 


Vir- 


ginia and Indiana. 














A Record 


loyalty to its policyholders. 








of 


The year 1925 marks the seventy-fourth anniversary of the 
Massachusetts Mutual Life Insurance Company. Ever since 1851 
this Company has furnished unexcelled life insurance protection 
at a low net cost and has maintained its record of unswerving 
The years have brought wonderful 
growth and prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of service, a 
spirit that permeates the entire activity of the organization. 


Massachusetts Mutual Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


Service 

















What Do You Sell? 


Policy You Can Sell.” 


Accidental 


the policy is especially so. 
actual contract itself is deserving of careful attention 
and comparison on the part of the agent, we invite 
-you to consider seriously the United Life policy, “A 


All three are important, of course. 


Service, Company, ur Policy 


ll 
—wliteh? 


But to our mind 


{f you agree that the 


Any AMMA) COME ccccccicrccicvueccses $ 5,000 
Any accidental death... .cccccccecesccees 10,000 
Certain accidental deaths 
Benefits $50 


per WEEK. 


Also Disability Income, Waiver of Premiums, etc. 





| ALL IN ONE POLICY | 





Vice-President, Mr. 
all about it. 





If there is an opportunity open in your town, our 
Eugene E. Reed, will tell you 
Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord 


il Inquire! 


New Hampshire 





C. A. PETERSON VICE-PRESIDENT 

After a long and successful experience 
in the field for the company and in the 
home office, Carl A. Peterson, superin- 
tendent of agencies for the Mutual Trust 
Life of Chicago, has been elected vice- 
president. Mr. Peterson has been con- 
nected with the company since 1908 when 
he became an agent in his home town of 
Fort Dodge, lowa. This was shortly after. 
his graduation from Ames College. He 
made such a remarkable record there that 
he attracted the attention of the home 
office and was brought to Chicago last 
year. 





WESTERN & SOUTHERN GAINS 


The field force of the Western and 
Southern Life of Cincinnati put on a 
special drive for the week of August 
third when a new production record of 
the company was made. For week of 
August 3, the field force operating in 
Ohio, Indiana, Kentucky, West Virginia, 
Pennsylvania, Michigan, Illinois and 
Missouri, wrote in excess of $5,000,000 
new ordinary business. Nine districts 
produced $100,000 or more during the 


week. A number of districts produced 
over $5,000 or more per man for this 
period. 





W. J. GRAHAM AT WASHINGTON 
William J. Graham, second vice-presi- 
dent of the Equitable Life Assurance So- 
ciety, addressed the Washington, D. C. 
Life Underwriters Association at its 
monthly meeting last Thursday evening. 
Speaking on “The Minute Men of In- 
sured Independence,” Mr. Graham urged 
war on depe ndency by the greater ex- 
tension of life insurance protection. 


GOES TO MINNEAPOLIS 


Stavert Hudson, who for the past year 
or more has been assistant manager of 
the Pittsburgh, Pa., branch office of the 
Missouri State L ife Insurance Company, 
has been appointed manager of the Min- 
neapolis branch office of that company. 
Hudson joined the Missouri State Life 
organization on October 10, 1921, as an 
agency special and later was an agency 
supervisor prior t- being made assistant 
manager at Pittsburgh. During the 
World War he served in the Navy and 
was then connected with the sales pro- 
motion division of the Goodyear Tire 
and Rubber Company of Arkon, O. 
Afterwards he managed the Cleveland, 
)., office of S. W. Straus & Company, 
investment brokers. 








SUES ON JUDGE ROSS POLICY 

The International Life of St. Louis has 
brought suit in the Tennessee courts to 
relieve it from liability under a policy 
for $50,000 on the life of the late Judge 
J. W. Ross, who died in an automobile 
accident when an automobile he was driv- 
ing while alone plunged into a river. 
The day previous Judge Ross had been 
indicted for alleged irregularities in con- 
nection with the failure of the Peoples 
Savings Bank. 
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LIVE HINTS FOR BUSINESS GETTERS 





Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














Fessentene There are many big 
Rather Than Witers of life insur- 
sel sca ance who never quote 

a premium rate to a 

prospect when the important question 
of cost is first touch upon, is a sug- 
gestion of the Illinois Life. To the 


prospective applicant who is, say, thirty- 
five years old, and who is considering 
insurance on the Whole Life plan, the 
agent states “It will cost less than three 
per cent per annum.” If the same pros- 
pect was considering the 20-Payment 
Life the answer would be, “About three 
and one-half per cent per annum.” If the 


inquiry was a 20-Year Endowment the 
answer would be, “About five per cent 
yearly.” 


Perhaps we can illustrate our point 
better by citing an imaginary case: Sup- 
pose, for instance, you need $5,000 held 
to your credit in order to protect your 
interests. If the banker demanded that 
you merely pay three per cent. yearly 
you would be surprised at so liberal a 
deal. Your amazement would grow if he 
added, “In case of your death I will not 
require the return of the principal, The 
entire amount will, in that event, become 
instantly a part of your estate.’ 

A comparison of this supposed trans- 
action with a life insurance deal makes 
obvious the reason why the big writers 
referred to do not quote premium rates. 
If your canvassing in reply to the usual 
question, “What will this cost?” quote 
the per cent. of the amount applied for 
rather than the rate-book premium, The 
experiment may be worth while. 


2» 

Clearing A certain life insur- 

Up the ance company has 

+ meg stated in an adver- 
tisement that every 


man, woman and child is a “prospect” 
for life insurance. Another company has 
said that life insurance is “not a com- 
modity, but a service.” These statements, 
which are in the main true, need some 
qualification, points out the Equitable 
Life Assurance Society. Invalids, men 
who are penniless, and those who pro- 
duce nothing and are burdensome to 
others, are not desirable “prospects.” 
And while an insurance contract is not 
a commodity, and while the deed to a 
house is not a commodity, the money 
paid when the insurance contract ma- 
tures is a commodity of a very substan- 
tial character, just as the house is a 
valuable asset even if the deed that 
estables its ownership is nothing but a 
legal instrument. 

In dealing with different phases of the 


same subject we necessarily vary our 
language. When, for example, we refer 
to the agent as practising a profession, 


we think of the services he renders in 
securing protection for his clients and in 
looking after their interests from year 
to year—as do the family lawyer and 
physician. 

When we talk about selling insurance 
we are not thinking of the preliminary 
contract which permits the purchaser to 
pay for the investment in convenient in- 





stalments, but are referring to an invest- 
ment which at maturity will produce 
$10,000 or $50,000, or whatever the 
amount may be; just as a block of Gov- 
ernment or railroad bonds sold to a pur- 
chaser will at maturity yield $10,000 or 
$50,000, or some other definite amount. 
An agent of one of our life insurance 
companies secures attention and arouses 
interest by showing a prospect a $20 gold 
piece and saying that it is a sample of 
the goods he has for sale. Then he ex- 
plains that the proceeds of a policy rep- 
resent hard cash, a commodity of sub- 
stantial value, with which to buy shelter, 
food, clothing, education, etc. 

These truths suggest three thoughts: 

1. The agent must select his prospects 
carefully or he will waste both time and 


energy. 
2 Life insurance is a service because 
of its value. And this value has a 


solidity that gives it some of the char- 
acteristics of a commodity of the ordi- 
nary, kind. 

3 While it is admissible to call the 
agent a salesman, his ambition should 
be to practice his calling as a profession. 
To that end he should as far as possible 
assume the attitude and use the lan- 
guage employed by professional men. 

or Se 


No one _ believes 
that it is advisable to 
concentrate on one 
class of prospects to 
the exclusion of 
others, but there are advantages in 
working on special classes for a time. 

The advantage of this method, says 
the Guardian Life, is that the fieldman 
soon gains a good knowledge of the na- 
ture of his prospects’ work and from 
that an insight into their personal 
problems as a class. He gets to “speak 
their language,” as it were, and so un- 
derstands better himself and gets him- 
self better understood. Thus he can 
soon develop an expert canvass that will 
produce sales in greater number. 

One successful Guardianite began 
his life insurance career by concentrat- 
ing on school teachers. He had been 
one himself and knew the nature of 
their financial problems. Hence it was 
comparatively easy for him to show his 
prospects how life insurance would help 
them. After a time his reputation 
among teachers was state-wide. 

Of course, ‘in some territories the 
number of prospects in one specific 
class like lawyers or dentists might be 
too few for profit. You can then pick 
out a class which is at once specific and 


Concentrating 
on One Class 
of Prospects 


general, like the salesmen or retail 
merchants. 
Another salesman who follows this 


plan arranges with friends to give him 
all the calling cards left with them by 
salesmen. At the same time he tries to 
have his friends tell him something ot 
the history of these salesmen. The 
names gathered in this way become ex- 
cellent material for Prospect Bureau 
circulation. While each salesman’s bus- 
iness will be different his business life 





Payments to Policyholders 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.08, 
with premiums payable — semi-annually or quarterly, 


INDUSTRIAL Policies from $12.5€ to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1924 


— -™ eee a eee 
RD GR. NE > one s0sntdsteneessinccbieweaie 


Pee eee eee errr ere rr err ererrrrr rr rrr rT Tere 


Yetal Payments to Policyholders Since Organization........... -$35,784,215.15 
1 JOHN G. WALKER, President 











generally will be the same as his fellow 
salesmen. You will find about the same 
circumstances and objections in every 
case and you will learn to meet them 
expertly. 

* * * 


Walter E. Lynch, 
A Workhouse who described himself 


Insurance as a Princeton grad- 
Exhibit uate and formerly a 
prosperous broker in 

Manhattan, was sentenced by Magis- 


trate Brown in the Coney Islamd Court 
to serve three months in the Workhouse 
after he had been arraigned as a vag- 
rant. He gave his age as sixty-six and 
his address as 10 Tillary Street, Brook- 
lyn. 

He was arrested last Sunday at Coney 
Island, when he was caught begging at 
Dreamland Park. According to Proba- 
tion Officer Martin, who investigated his 
story, he once was well known in New 
York and Brooklyn. After the death 
of his wife, son and daughter he became 
despondent and squandered his funds. 

After sentence had been pronounced 
Lynch pleaded that an effort be made to 
find his two sisters, whom he had not 
seen since 1907. One, he said, was Mrs. 
Howard Doyle, wife of a naval officer in 
Marietta, Ohio. The other was married 
in 1907, in Ridgewoad, Queens, but he 


NEW BRUNSWICK MANAGER 

A new agency office has been opened for 
the Equitable Life of Iowa at New 
Brunswick, N. J., and announcement is 
made of that appointment of Merton C. 
White as agency manager in that city. 
Mr. White has had five years’ experience 
with the Northwestern Mutual and is ad- 
mirably fitted to handle the duties of man- 
aging an agency. His territory will in- 
clude four and a half counties in and 
around New Brunswick. 








was unable to recall the name of her 
husband. He said he was sure’ they 
would support him in his old age. 





AGENTS who can SELL 
as well as WRITE 


Can always be given an interesting 
proposition, much territory - still 
awaiting capable representatives. 
Your inquiries will have consid- 
eration. 


UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 

















New England Mutual. 


growth of Life Insurance. 











Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
This is the oldest Charter now existing. 

The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 


THAT IDEA WAS MUTUALITY 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
Boston, Massachusetts 
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cessf; business. 


BUR OU UBOR 


34 Nassau Street 








THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and suc- 
It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 


a protession are invited to apply to 


The Mutual Life Insurance Company 


of New York 
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Valuations for Fraternal Benefit Societies 


The Wisconsin law requires a valua- 
tion of Fraternal Benefit Societies and 
Insurance Commissioner W. Stanley 
Smith has just issued these figures as of 
the end of last year. The required re- 
serves (being the amount of assets each 
society should have on hand in order to 
mature all future death losses in full 
without any change in the rate of assess- 
ment) are shown in column 2. 

The assets on hand available for the 
payment of future death losses are shown 
in column 3. The amount is obtained 
by deducting from the total admitted 
assets and liens and loans on certificates 
valued according to the prospective 
method, the following items: balances in 
expense funds, the total liabilities of the 
benefit funds, and the balances in special 











The ratios per cent of actual assets to 
required reserves are shown in column 
4. These ratios (expressed in dollars) 
show the actual amount of assets the 
societies have on hand for each $100 of 
assets which they should have on hand. 


The ratios per cent of assets (actual 
and contingent) to liabilities (actual and 
contingent) are shown in column 5. 


The purpose of the valuation results is 
to indicate what will be necessary in the 
future in the way of increased contribu- 
tions from the members. If a society 
shows a ratio per cent of less than 100, 
per cent, the valuation results indicate 
that the rates of assessment will have to 
be increased at some time in the future. 
Under the Wisconsin laws, all societies 





funds when the benefits payable from must reserve the right to levy additional 
such funds are not valued. assessments. 
(5) 
Ratio % of 
(2) (3) (4) assets (ac- 
(1) Total net Assets avail- Ratio % of tual and 
Net value of value of out- able for pay- actual assets contingent) 
Name of Society certificates standing ment of fu- (5) to re- to liabilities 
valued on tab- certificates ture death quired re- (actual and 
‘ular basis (required claims serves (4) contingent) 
reserves) Convention 
blan 
WISCONSIN SOCLETIES 
Aid Association for Lutherans. $3,078,784 (8) $3,115,397 $3,822,305 (4) 122.7 (4) 122.3 
American Catholic Union...... 24,061 101,111 96,782 95.7 97.6 
Beavers National Mutual...... 410,587 410,587 591,249 144.0 118.7 
Sete TCSOPCE UNA ccveces cacedeesnened (*) 652,155 652,155 (4) 100.0 (4) 100.0 
Catholic Family Protective...... 425,482 425,482 503,254 118.3 118.0 
Catholic Knights of Wisconsin. 5,564,849 5,564,849 1,268,577 22.9 24.2 
Employees Mutual Benefit Saw atee 162,927 162,927 230,793 141.7 143.7 
Equitable Fraternal Union...... ...cccscoccee (4) 463,504 463,504 (4) 100.0 (*) 100.0 
eT reere < 2,797,103 2,896,043 103.6 101.4 
Patmets Diife AssOciatlOt cic ccc ceciecccscccses 583,305 121,856 20.9 47.8 
67,646 67,646 82,827 7 122.4 122.0 
Federation Life of America.... 58,580 58,580 68,171 116.4 115.6 
ee il Reserve Association.. 792,315 (8) = 848,955 936,042 (4) 110.3 (4) 108.1 
et, Ge GUNN a arg Bu hak ee” 2 0nd <eelaenaes 2,614,146 566,292 21.7 51.0 
Knights of White Cross... «é 63,144 63,144 18,447 29.2 29.2 
Polish Association of America.. 302,822 302,822 382,252 126.2 125.5 
Scandinavian American........ 1,102,841 1,102,841 357,203 32.2 32.2 
46,232 46,232 73,574 159.1 159.1 
South Slavic Union-Sloga....... 69,690 69,690 91,346 131.1 130.3 
United Aid of Sheboygan....... 76,070 76,070 33,415 42.4 42.4 
United Danish Societies........ 84,553 (3) 112,982 133,699 (4) 118.3 (4) 118.3 
United Order of Americans..... 352,297 (*) 524,914 599,297 (4) 114.1 (4) 113.5 
Wisconsin Widows & Orphan.. No. valuation required. Assessments payable at death only. 
Total of Wisconsin Societies. . $12,682 880 "$20, 164, 442 $13,989,083 69.4 eeereanenne 
onhion  » OF OTHER 
STATES 
American Insurs ance Union...... $2,581,206 $2,581,206 $2,698,929 104.6 104.1 
Ancient Order United Workmen. 2,377,642 2,377,642 2,588,006 108.8 108.7 
Brith Abraham (Ind. Order). No vi tluation required. Foreign society issuing no certificate in 
excess of $500; licensed in Wisconsin before 1-1-11. 
Brith Abraham (Grand Lodge)... No valuation required. Foreign society issuing no certificate in 
excess of $500; licensed in Wisconsin before H. 
Brotherhood of Amer. Yeomen.. 1,446,863 4,446,863 5,669,140 127.8 126.9 
Catholic Order of Foresters.... 3,204,779 12,865,908 15,562,400 121.0 120.6 
Columbian Circle ........... 914,888 914,888 955,494 104.4 109.2 
Concordia Mutual Benefit 191,837 317,815 384,721 121.0 113.0 
Danish Brotherhood of Amer.............-- 2,907,842 2,943,745 101.3 100.8 
Daughters of Norway.......... No valuation required. Foreign society issuing no certificate m 
excess of $500; licensed in Wisconsin before 1-1-11. 
Degree of Honor............-- 3,105,372 4,042,834 4,280,929 105.9 105.0 
Fraternal Brotherhood.......... 306,135 () 648,650 679,590 (*) 104.7 (4) 102.3 
German Baptists’ Life Asso.... 338,787 338,787 401,111 118.4 110.7 
Grand Carniolian Slovenian..... ......ceeeeee 1,245,903 1,283,667 103.0 100.3 
Independent Western Star...... No valuation required. Foreign society issuing no certificate in 
excess of $500; licensed in Wisconsin before 11. 
Knights of Columbus........... 14,303,045 14,303,045 19,603,304 137.1 136.3 
Knights of Pythias............. 15,513,650 15,513,650 17,199,746 110.9 110.0 
Ladies Catholic Asso.......... 4,260,564 8,124,893 10,105,326 124.4 102.7 
Loyal American Life Asso...... 904,391 904,391 943,181 104.2 100.0 





Life Insurance Sales 
Again Show Big Gain 


FLORIDA HAS 94% INCREASE 


Agricultural States Reflect Improved 
Conditions With Large Purchases 
of Ordinary Insurance 


Sales of ordinary life insurance in the 
United States in July were 16% ahead 
of the corresponding month last year, 
according to a report just issued by the 
Life Insurance Sales Research Bureau 
of Hartford. The figures showed the 
very large total of $688,000,000 of new 
paid business in the country as a whole. 
These figures were contributed by com- 
panies doing about 88 per cent of the 
total business sold. 

So widespread was the evidence of 
good business conditions that practically 
every state in the Union showed a gain 
over the record of a year ago. 


again raised. For the seven months of 
1925, an increase of 11 per cent over the 
seven months of 1924 is now shown for 
the country as a whole. Each succeed- 
ing month shows a continuing or in- 
creasing rate of improvement over 1924, 
and if the present rate is carried through 
the remaining five months, the amount 
of protection given to the American pub- 
lic will reach a total which was un- 
dreamed of only a few years ago. Of 
the nine main geographical divisions, 
each shows a gain for the seven months 
of at least 5 per cent. The leading sec- 
tion is the West North Central, com- 
prising the states of Minnesota, Iowa, 
Missouri, North Dakota, South Dakota, 
Nebraska and Kansas, and the West 
South Central comprising the states of 
Arkansas, Louisiana, Oklahoma and 
Texas. Each shows an improvement of 
13 per cent. 


Other states which showed outstand- 
ing gains for July were: 





Per cent 
Improving agricultural conditions in gain over 
the spring wheat sections were reflected July, 1924 
in the enormous gains shown in the Rhode Island .............e.eeeee 73 
Dakotas, where increases of 98 per cent Delaware .......... een pee es'y 51 
and 47 per cent were shown in North and Vermont ..........cccccceccecccce 38 
South Dakota, respectively. District fo C ‘olumbia. OT errr re an <a 
The widely discussed boom in Florida Wyoming ...............0.eeeee aot a 
resulted in a record breaking month New York .........cccccccecces cia “a 
there, sales being $8,750,000—a gain of Connecticut ..........cccceecceee aa 
94 per cent over July 1924. INGWGIEE Geccsnconass Riaécehwawas + ee 
So excellent were the sales in July that Minnesota ............ccccceecece 22 
the record for the year to date was Wisconsin ............cccccee. ‘ 22 
Lutheran Mutual Aid.......... 133,596 217,476 241,051 110.8 106.9 
Lutheran Brotherhood ......... 237,363 237,363 310,384 130.8 130.5 
TRORCRIOED hie ccccctcsccccnwanes 17,525,740 17,525,740 18,230,584 104.0 103.4 
Sy PUN bbc i dcndae dcwasdecacaan 361,853 —21,917) sna naee 9.4 
scndademenade 10,377,314 6,747,289 65.0 83.8 
ane onan eseee 342,459,326 38,360,188 11.2 55.9 
PEGs UUOUNONS hurd dcadnweds cucecndebabine 8,683,933 2,302,550 27.3 52.8 
Mystic Workers..........00000. 1,094,079 1,094,079 1,236,806 112.9 109.8 
1,666,911 1,666,911 1,786,154 103.5 106.9 
National Croatian Society...... 422,824 422,824 618,128 146.1 145.8 
National Fraternal of Deaf...... 5,232,281 4,444,624 2,327,444 (5) 52.4 (®) 82.6 
National Slovak Society... ..ccs ccccccccocese 5,232,281 5,450,907 104.2 104.1 
National Union Assurance...... 2,973 877,751 651,669 74.2 86.41 
Order of Mutual Protection..... No valuation required. Grants accident benefits only. 
United Commercial Travelers... 


No valuation required. 


Foreign society issuing no certificate in 











excess of $500; licensed in Wisconsin before 1-1-11. 
Platideutsche Grot Glide. ...ccccc cctcccecve - 9,561, 510 7,403,337 77.4 90.5 
Polish National Alliance........ 826, 157 826,157 1,533,141 180.5 151.1 
Progressive Order of West..... No ve aluation required. Foreign society issuing no certificate in 

i . are excess of $500; licensed in Wisconsin before 1-1-11. 
Railway Mail Association....... No valuation required. Grants accident benefits only. 
pe eer ec, rere ee $14,112,453 $15,253,928 100.8 101.6 
Royal League aedencananaaue $1,035 486 3,866,490 4,003,678 103.6 100.7 
DON PHO Stdccznudasee” icensmdobe 55,619,928 18,650,082 33.5 73.5 

853,891 853,891 853,891 100.0 100.0 
Slovenic National Benefit......  ...ccccces 1,251,301 1,777,279 142.0 106.0 
Some Of NOGOGR cc dccscacess 562,590 562,590 729,146 129.6 129.3 
Supreme Tribe Ben Hur.....: cccccceces 5,706,275 4,969,081 87.1 98.6 
Travelers Protective.......... No valuation required. Grants accident benefits only. 
Weems Tcccccewses 040 d dd cwccas 3,348,893 1,889,736 56.4 79.7 

14,022 14,022 20,668 147.4 147.4 
Women of Maccahees...... .cccccccce 16,205,276 19,358,631 119.4 104.7 
Women’s Catholic Foresters.... 59,831 6,626,158 7,496,514 111.1 101.0 
Woodmen Circle ........eee.: 19,825,044 19,825,044 20,257,477 102.1 102.9 
Woodmen of the World........ sc ce ueeeee 55,264,552 60,521,055 109.5 102.7 
Workmen’s Circle ....... otce 2,1: 38,490 2,138,490 2,506,681 117.2 116.8 

SUMED ea dvicennevanebadees $104, 080, 437 $660,0 064, 931 ~ $330,786,768 See  éwsdes 

Cane “SOME 6 icticcaaaades $1 16, 763, 317, ” $680,229, 373 $344,775, 856 50.7 ecoee 

() Inadequate rate class. (4) Ac lequate rate class. (*) Includes 


non-tabular rates subject to individual 
208.04 (22m) Wisconsin Statutes. 
The assessments on the individual non-tabular ec 
when the individual credits on such certificates 
(19), Wisconsin Statutes. 


increase 


(*) Old certificates were 


(*) Non-rerated class. 


accumulation on certificates on 
provisions conforming to section 
valued on the ‘“‘Accumulation Basis.” 
ertificates will be gradually increased in the future 
are exhausted. (°) Admitted under Section 208.03 

(7) Rerated class. 


under the by-law 








case. 
Our 
National Life 
a business score 
sales on the 


oil paintings, 
need for a Lincoln 
the common 

















first call. 


HOLE IN ON E 


Par is two calls for the agent in closing the average 


circularizing plan is a definite 
agents around the 
better than par. 
first call. 

Our personal letters, 
introduce 
National 
objections 
agent to get right down to brass tacks with the 


help in assisting Lincoln 
course of the twelve months with 
It raises their percentage of 


illustrated by colored reproductions from 
the Company and establish the individual 
Life policy. They head off many of 
which delay the sale. They allow the 
prospect on his 
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Lincoln Life Building 





The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


More Than $370,000,000 in Force 


Fort Wayne, Indiana 




















Pennsylvania 


1865 


Company which is 
and also of a Direct 








Provident Mutual 


Life Insurance Company of Philadelphia 





Sixty Years Old 


Provident agents in their approach have the 
advantage of the national advertising of the 


Founded 1865 


1925 


striking and original, 
Mail Campaign. 
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7 . . 
Distribution of 
Premium Made Clear 
DIVIDENDS AND 
Technicalities About Policies Treated in 
an Interesting Way for Informa- 
tion of Agents 
A manual for the instruction of agents 
on the technicalities of dividends, re- 
serves, distribution of premium and 
similar subjects has been prepared by 
Actuary J. P. Yort of the Acacia Mutual 
Life of Washington. The subject mat- 
ter is made interesting as well as instruc- 
tive and is reproduced in part in the fol- 
lowing paragraphs. A part of Actuary 
Yort’s discussion of the subject was 
given in THE EASTERN UNDERWRITER last 
week, 


NET COST 


High Premium Company 
In different companies there is a big 
difference in résults, corresponding ex- 
actly to the difference in premiums, Let 
us take a typical high premium com- 
pany. 
Age at Issue 35—Third Year 


Amount to Balance 

Be Set Aside for Death 
Policy Annual as Reserve ‘aims and 
Form rem'um (Approximate) Exnenses 
5 ee $26.88 $11.70 $15.18 
20. i ORE 36.85 19.68 17.17 
TD ae CRearpres 44.23 25.70 18.53 
Be Ey Ba Saws UNO 38.19 21.27 
he SE EE 50.64 33.25 17.39 
Ne Se RR eee 12.96 0.48 12.48 


While the first illustration showed that 
the low priced company has between 
$11.00 and $12.00 per 1,000 left on any 
form of policy, this shows that: the high 
premium company has about the same 
amount available on the Term policy, 
but from $15.00 to $21.00 per 1,000 on 
other policy forms. 

Three Per Cent. Company 

Let us consider yet another company, 
one of the so-called “3 per cent re- 
serve” companies; these companies 
charge extra high premiums and give 
somewhat higher cash values. To take 
care of the high cash values they must 
set a higher reserve aside, but even 
then they: have a large amount left for 
death claims and expenses. 

Age at Issue 35—Third Year 


Balance 


Amount to Left 
Be Set Aside for Death 
Policy Annual as Reserve Claims and 
Form Prem'um (Approximete) Evnenses 
—| ee $28.11 $1285 $15.26 
Oe a hy Seance OOS 22.14 16.20 
ge eae 45.91 29.02 16.89 
LL ee Se 61.53 43.41 18.12 
OP Us Maicsacacss Sloe 34.99 16.92 
|, ok Gia ea 12.56 49 12.07 


The amount left is a little less than 
the foregoing class, but much more than 
in the low premium companies. 

Comparison Between Companies 

Let us make a comparison table for 
the three kinds of companies. 

Age at Issue 35—Third Year 
Amount Left for Death Claims, Ex- 
penses, Surplus, and Dividend After 
Contribution to Reserve 





3% 
High 


Premium 
Company 


These 


amounts will of course vary 











proposition. 
Address, 








PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 


PERMANENT, 
Care of The Eastern Underwriter, 86 Fulton Street, New York City 














somewhat for individual companies as 
premiums are not always the same, but 
these are typical examples. They also 
vary for other ages and policy years. 
Interest Income 

The other source from which the com- 
pany earns its profit is, as stated, the 
interest earnings on its funds. Most 
companies do not have funds very much 
in excess of their reserve, so that it 
really amounts to the same thing as 
the interest earnings on the reserve. 

Under the law, the company must earn 
3% per cent. (in some cases 3 per cent.) 
on the reserve and add this amount to 
it each year. If the company earns more 
than 3% per cent., the excess earnings 
are a profit. Companies can at the pres- 
ent time invest their funds at rates be- 
tween 5% and 6% per cent.; but since 
funds cannot be invested immediately, 
when premiums are paid, and since it al- 
ways is necessary to have a certain 
amount on the bank for 


hand and in 


current expenses, on which funds no 
interest is earned, the company can 
usually not earn more than approxi- 


mately 5 per cent. on the total reserve. 
The earnings are then approximately 
1% per cent. in excess of the amount 
that is required by law to be added to 
the reserve. Of course no company can 
handle its investments without expenses, 
and the earning from interest that the 
company can return to its members is 
therefore between 1 and 1% per cent. of 
the total reserve. 


What Dividends Depend On 


The amount of the dividend which a 
company can return will therefore prin- 
cipally depend upon: 

1—The original Premium—(Because 
the part of it that is left when the re- 
serve is set aside depends mostly on the 
amount of the original premium.) 

2.—The Death Rate (or mortality). 

3—The Management Expense—(Be- 
cause these are the two items that must 
be paid out of the balance of the pre- 
mium we get a surplus to distribute. 

4—The interest that the company 
earns in excess of 34%% (or 3% for 3% 
companies). 

Premiums Fixed in Advance 

The premium, and the balance of 
the premium that will be available for 
death claims, expenses, surplus, and 
dividends, is fixed once for all when the 
company decides what premium it will 
charge. 

Mortality Always Below the Expected 

First we pay the death claims, they 
will of course vary from year to year. 
If death claims run according to the 
tables we use in calculating premiums, 
they would for this age (35) amount to 
a little more than $8 per 1,000, leaving us 
in the low premium company only about 
$3 per 1,000 for expenses, surplus, and 
dividends. Fortunately, the actual mor- 
tality does, in ordinary years, not exceed 
50 per cent. of the amount expected on 








JACKSON MALONEY 
Vice-President 








PHILADELPHIA LIFE INSURANCE CO. 


Home Office Building: 
111 NORTH BROAD STREET, PHILADELPHIA, PA. 
President, CLIFTON MALONEY 
ONLY HIGH-TYPE MEN AND WOMEN CAN OBTAIN CON- 
TRACT TO REPRESENT THIS COMPANY. 

FOR SALESMEN AND SALESWOMEN OF SUCH TYPE WE 

HAVE AN INTERESTING CONTRACT TO OFFER, BACKED BY 
REAL CO-OPERATION. 


A. MOSELEY HOPKINS 
Manager of Agencies 








per 1,000 for this age. We have then 
actually left between $7 and $8 per 1,000 
in the low premium company, and _ be- 
tween $12 and $19 per 1,000 in the high 
premium company (not considering term 
insurance). 


Management Expenses 


The management expenses will of 
course vary in various companies; how- 
ever, in most well managed companies 
there should not be any great difference ; 
when we have paid the expense out of 
the $7 to $19, we found that the com- 
pany had left, after paying death claims, 
the balance is available for surplus and 
dividends from the premiums. 


Dividends in Various Companies 

It is then easily understood why there 
is so great a difference between the 
dividends of the various companies; 
the surplus and dividends derived direct- 
ly from the premiums will, if the mor- 
tality and management expenses are the 
same depend entirely on the original pre- 
mium; if it is from $5 to $12 higher for 
the same policy in some companies than 
in others, the dividends should be exact- 
ly that much larger. 





A GOOD CLEAN-UP POLICY 





Sales Talk Used by Dan Mason of 
Prosser & Homans in Selling the 
Young College Graduate 


Daniel E. Mason, who has had consid- 
erable success in lecturing on life insur- 
ance subjects throughout the Eastern 
states for the Equitable Life Assurance 
Society and is now at his new post as 
supervisor of agents for the Prosser & 
Homans Agency of the Society, recom- 
mends the following method of solicita- 
tion in meeting the young man or woman 
just starting in business. He has taken 
age 25—$2,500 policy, payable quarterly. 

“Mr. Brown, I don’t know whether you 
have ever thought of it or not, but every- 
one of us, from the time we are born 
until we have finished school or college 
and have started to work, have been very 
largely what I term for want of a bet- 
ter phrase—economic parasites. Nat- 
urally, of course, our parents have been 
only too glad to do everything for us 
within their power, but now that you 
have reached the age of manhood the 
world in general naturally expects that 
you will assume the responsibilities of 
life. 

“From now until you reach the age of 
60, 65 or some other age, we might term 
your ECONOMIC VALUE PERIOD 
during which time you will be earning 
money. As I see it, the money which you 
earn should do at least two very import- 
ant things for you. FIRST—supply you 
with sufficient funds to meet all of the 
requirements of life and SECOND—a 
certain portion of your savings should 
be put aside and saved regularly so 
that when you arrive at the end of your 


Disability Rates 
(Continued from page 1) 


tation of what the disability provision 
covers. 

The one fact that all join in agreeing to 
is that the experience is distinctly unfav- 
orable. For that reason the report of the 
joint committee of actuaries is awaited 
with the greatest interest. This is ex- 
pected to be ready some time in the fall 
and it will be a document of the first 
importance. 








Economic Value Period, which will vary, 
you will at that time have a_ sub- 
stantial and sufficient amount of money 
accumulated which being properly in- 
vested will take care of you from the 
end of your Economic Value Period to 
the remaining years of your life (C to 
D). Because during the periods between 
C and D your economic condition will 
be practically the same as it was be- 
tween A and B and unless you have 
prepared for this period someone will 
have to supply the funds for you. It 
is interesting to note that 85 per cent. 
of men and women who are 65 years of 
age and over are wholly or partially de- 
pendent, and I am sure that you do not 
care to be in this group. 

“Should you have checked out between 
A and B your parents or someone act- 
ing for them would have been called 
upon to pay the necessary accumulated 
bills, which are usually present at such 
a time, namely doctor’s bills, hospital, 
operation, nurse, any unpaid bills and 
funeral expenses. If you were to check 
out now these same bills would become 
due and have to be paid, and unless you 
have taken means to provide for them the 
same people would have to pay them 
for you, and incidentally it is interest- 
ing to keep in mind that these are your 
bills. 

“Mr. Brown, could you save 22c a 
day—if so, here is what it will do for 
you: 

$2,500 natural death 
$5,000 accidental death 

22c a day) $300 a year to you for life 

plus having the Equitable 
put up the 22c a day for 
you. 

“It is surprising to see what can be 
accomplished with such a small amount 
of money. This is what my company 
will do for you provided you can pass 
a first-class medical examination and 
qualify for the other requirements. 

“By adopting this measure you not 
only have provided for a clean-up fund 
in the event of your decease but will also 
have established a savings fund account 
which will come to you at the end of 
your Economic Value Period and _pro- 
vide an income beginning at that time 
for the remaining years of your life. 

“Is there any place you can save 22c 
a day and have it give you as much sat- 
isfaction as in this arrangement?” 





MADE INDIANAPOLIS MANAGER 

The Missouri State Life has appointed 
as manager of its Minneapolis branch, 
Stavert Hudson, formerly assistant man- 
ager of the company’s Pittsburgh office. 
Mr. Hudson, who is a Dartmouth gradu- 
ate, was one time manager of the Cleve: 
land office of the S$. W. Straus Co., invest- 
ments, and was also connected with the 
sales promotion department of the Good- 
year Tire & Rubber Co. 








HOME LIFE INSURANCE 


birthday. 


are up-to-date In every respect. 


are guaranteed by State Endorsement. 


BASIL S. WALSH, President 
JOSEPH L. DURKIN, Secret 





INDEPENDENCE SQUARE 





INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH to 6@ years next 


INDUSTRIAL POLICIES are fn FULL IMMEDIATE BENEFIT from date of issue and 


ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 
PERMANENT DISABILITY CLAUSES and DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 


PEACE OF MIND 
MAN WHO LOVES HIS FAMILY 


DR. E. BRYAN KYLE, Medical Direc 


COMPANY of AMERICA 


TO THE 


P. J. CUNNINGHAM, Vice-President 
JOHN J. GALLAGHER, Treasurer 


tor 
PHILADELPHIA, PA. _| 
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May Renew Fight on 
Texas Robertson Law 


LEGISLATOR LAUNCHES ATTACK 





John H. Kirby Speaking Before Houston 
Club Calls Compulsory Investment 
Feature Handicap 





An attack on the Robertson compul- 
sory investment law of Texas, which 
is accepted as indicating that the fight 
for the repeal of the compulsory in- 
vestment feature will be renewed in the 
legislature, made last week 
by John H. Kirby a member of the 
legislature and one of the leaders in an 
effort to pass the Wirtz bill last year. 
Speaking before the Houston| 
Club, Mr. Kirby said: 

At the time of the enactment of the 
Robertson insurance law I was heartily 
in favor of the compulsory investment 
feature which it carried. I believed then, 
with many others, that it would help 
make money more plentiful for loans 
in Texas and that possibly the prevailing 
rate of interest would come down. 

That was 18 years ago. The situation 
has materially changed and if the law 
was some benefit at that time, there is 
no doubt that it is now disadvantageous, 
in that it is operating as a handicap to 
our development. Such being my honest 
conclusion | would not be loyal to the 
best interest of this great State that 
| love, were I to fail to help unto that 
which experience has plainly shown 
me to be unwise. 

At the last session of the legislature 
I took part with those who were trying 
to have the Wirtz bill passed. It was 
a proposal to have wiped from our 
Statute books the compulsory invest- 
ment feature of the Robertson insurance 
law. My purpose and the purpose of 
those with whom I joined in that effort 
was to get cheaper money and cheaper 
insurance into the State. [I am _ sure 
that all of you realize the benefits that 
might accrue to us from having an 
amply adequate supply of capital that 
would be at our disposal at a lower rate 
of interest than we now pay. 

We were defeated in that right and 
the Robertson law remains intact, bear- 
ing from this field those great life in- 
surance companies with vast reserves 
that have accumulated in the East and 
are being loaned out in other agricul- 
tural States. The defeating of the bill 
was an economic blunder. For Texas 
to say that it intends to get its invest- 
ment loans by compulsion, when it has 
securities as good as exist, is to under- 
rate the worth of our imperial common- 
wealth and there are no facts to justify 
any of us in doing that. 

By holding to the Robertson insurance 
law we will get less money for our dev- 
elopment requirements; it means that 
we will continue paying a higher rate 
of interest for what we do get and in 
a sense it means that we must pay more 
for our insurance. 

The reason we pay more for our 
insurance is because the big companies 
that we have barred are mostly mutual 
companies and policy holders participate 
in their profits, while the home com- 
panies are stock companies and all the 
profits go to the stockholders. 

The Robertson law, as you are aware, 
requires the investment of 75 percent of 
the local life insurance reserves ac- 
cumulating in Texas, in our securities. 
It was thought at the time of its enact- 
ment that it would help in the develop- 
ment of our resources; we needed lots 
of money, and we believed that would 
aid us in getting it. But today those 
big life insurance companies that we 
have barred out, are lending more than 
three times the requirements of the 
Robertson law in similarly situated 
States, where no such compulsory re- 
quirements are had. 

lowa, without that kind of an ob- 


next was 


Lion’s 


noxious law, is getting four dollars in 
life insurance loans where we are get- 
ting one with it, and the rate of interest 
that is paid on that money is far below 


that Texas rate. Now, in what re- 
spect, please tell me, is Iowa better 
than Texas? We produced as much 


agriculture in 1924 as both Iowa and 
her neighbor, Illinois, combined, and we 
produced far more to the acre in cul- 
tivation than either of them. 

If Towa can get loans amounting to 
334 percent of her local life insurance 
reserves without a Robertson law, and 
if Kansas and Nebraska and Oklahoma 
and Missouri can all get their require- 
ments without a similar law, and at a 
lower rate of interest than we get ours, 
where is the logic in saying that we can 
not get even 75 percent of the local re- 
serves of the life insurance companies 
without compulsion? 


My friends, if you will examine the’ 


records you will find that the big East- 
ern insurance companies are investing 
more than the requirements of the 
Robertson law out there in semi-arid 
New Mexico and Arizona and Montana 
and Utah, where they don’t raise very 
much of any thing but cacti and Morm- 
on churches, and I am not going to con- 
fess that my State must conscript loans, 


while those other States do not find it 
necessary. 





MAKES HIS CLUB BENEFICIARY 
Texas Ball Player Takes $30,000 Line 
In Favor of Base Ball Club in 
Southland Life 


A baseball player in the Texas league 
has taken out a life insurance policy 
in which his club is named beneficiary. 
The policy was taken on the life of 
Harry McCurdy, Houston (Texas) play- 
er who was recently sold to the Chicago 
White Sox for $30,000 and three players 
suitable to the Houston Club, making 
the total consideration involved about 
$40,000. 

The policy was for $30,000 and was 
negotiated for the Southland Life by 
A. C. (Tex) Bayless, general agent for 
that company at Houston. 





BANK ENDORSES INSURANCE 





Bowery Savings Bank Makes Strong 
Statement In Favor of Insurance 
Protection In Booklet 


The Bowery Savings Bank of New 
York, one of the largest institutions of 
its kind in the country, has recently is- 
sued a booklet entitled “Plan Your 
Future.” This booklet contains blue- 
print presentations covering the life plan 
for individuals who will systematize their 
efforts to get ahead financially. The 
various topics covered are economy, ac- 
cumulation, protection, investment, self- 
improvement and independence. Under 
the heading “Protection” the bank has 
the following to say regarding life in- 
surance: 


“When you have accepted the plans 
of your financial structure and decided 
upon the amount of money you expect 
to accumulate, the next thing is to pro- 
tect yourself against the danger of not 
being able to complete your plans. 

“We would not need to worry about 
the future if we could have the assur- 
ance of a good income, long life, and 
health, and the foresight to save money. 
3ut incomes are not guaranteed, and 
life and health are uncertain. 

“In case you should not live to com- 
plete your financial plan, the only way 
to guarantee your family the amount 
of money you have decided to accumu- 
late is to cover your life with an equal 
amount of insurance. ; 

“It is just as important to protect your 
financial structure by life insurance as 
to protect your home by fire insurance. 

“It may be some time before you can 
afford the desired amount of life in- 
surance, but, here again, you should 
have a goal and work toward that goal 
as fast as your income permits.” 


A BILLION DOLLAR YEAR 

It looks as if the Aetna Life should 
have a billion dollar life insurance year 
and President Brainard, Vice-President 
Luther and other executives are in very 
good humor. All arrangements have 
been made for the Aetna Life conven- 
tion at Poland Springs this month, and 
it will be a humdinger. Although the 
Aetna Life is seventy-five years old this 
will be only the second national conven- 
tion that the life forces of the company 
have had. 





McMAHON & ASSOCIATES 


Edward M. McMahon & Associates, 
Inc., New York City, general insurance 
agency, has been chartered at Albany 
with capital of 1,000 shares non par value. 
L. C. Myers, 250 Park Place; A. V. 
Goodrich, 284 Eastern Parkway; B. W. 
Kendig, 605 5th St., Brooklyn, are direc- 
tors and subscribers. 
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FRANK J. HAIGHT 


CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, lowa 














HOME LIFE 


Insurance Company of New York 
ETHELBERT IDE LOW, President 


The 65th Annual Report shows: 


Premiums received dur- 
ing the year 1924..... $8,003,453 


Payments to Policyhold- 
ers and their Benefi- 


ciaries in Death 

Claims, Endowments, 

Dividends, etc........ 6,321,524 
Increase in Assets...... 2,801,906 
Actual Mortality 62.4% 

of the amount ex- 

pected. 
Insurance in Force..... 260,530,414 


Admitted Assets........ 51,457,218 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 
256 Broadway New York 





























T. 
DUNBAR JOHNSTON, Seeretary 





The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment © SOLD 


NEW High Value THROUGH 
ORDINARY ‘ ITS OWN 
POLICIES | Attractive and Novel Features AGENCY 
Low Cost STAFF ONLY 
Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making opportunities. 
E. J. HEPPENHEIMER, President 

GEO. SMITH, Vice-President 


CHAS. os NETTLESHIP, 2nd Vice-President 


HOME OFFICE, JERSEY CITY, N. J. 


R. DROWN, Asst. Seo’y and Asst. Treasurer 











reputation for stability and ‘alr dealing. 


their business. 


interest of all its policyholders. 
JOHN BARKSR, Vice President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
ghis Company oes always pursued those policies in the conduct of its business that have given it a high 


Has always rendered the highess grade of service to its polloyholders. 
Hae always extended reasonable assistance and encouragement to its representatives to develop and hold 


Its policy contraets give to each individual insurer full protection, safeguarding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 











NEW POLICY 
Disapility Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 








— 





mark. 


DES MOINES, IOWA 





Three New Records of Progress 


A TWENTY-TWO MILLION DOLLAR PRODUC- 
TION of new life insurance during June, 1925, in 
honor of President George Kuhns. 


A NINETY MILLION DOLLAR PRODUCTION of 
new life insurance during the first half of 1925. 


During June, 1925, the total of life insurance in force 
passed the EIGHT HUNDRED MILLION DOLLAR 


BANKERS LIFE COMPANY 


GEORGE KUHNS, President 
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THE EASTERN 
UNDERWRITER 





This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
lerwriter Company. a New York corpora- 
office 
fulton Street, New York City. Clarence 
and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


tion, and place of business 86 


President 


4xman, 


Eager, Associate 


wewspaper. Telephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
‘ountries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 


HELPING WISCONSIN 

If the 

up financially it is not the fault of “the 
interests.” 


state of Wisconsin is hard 
insurance 

The Wisconsin insurance department 
has collected nine or ten million dollars 
during the last five years from insur- 
ance companies and insurance interests. 
The Department expended $34,988 last 
year in $13,104 in printing, 

For the fiscal year the 
was paid $2,096,831. 


¥ 


salaries, 
postage, etc. 
Department 

It would be rather interesting to know 
what the of Wisconsin does with 
this surplus. Does it go into 
the making of good roads or other jsub- 
lic improvements? 


state 


some of 


As long as the in- 
companies are paying this 
freight they can be pardoned for hav- 
ing a reasonable curiosity to know into 
what channels their Wisconsin taxation 
flows. 


surance 


GROWTH OF ACCIDENTAL 
DEATHS 

There was one accidental death in 
every twelve occurring last year among 
policyholders in The Prudential. Out of 
a total of nearly 124,000 deaths, almost 
10,000 were untimely. What proportion 
of these were due to carelessness or met 
in the pursuit of pleasure cannot be esti- 
mated. The nianner in which the Sun- 
day and holiday motor and drowning ac- 
cidents throughout the 
up can be 
automobile 


country mount 
seen from the fact that the 
claimed the largest number 
of these victims and that the water also 
took a heavy toll. 

The economic loss to the nation may 
be measured by the fact that approxi- 
mately 35% of the accidental deaths with 
this company were of persons between 
twenty and forty years of age—the most 
richly productive years. Nearly twenty 
per cent of the deaths were of persons 
under twenty years old. 

This premature loss of life cost the 
company more than half a million dollars 
in excess of the claims that would have 









oe eee ee “0, 


Btorialt 


been paid had the deaths been from nat- 
ural causes. Many of the ordinary poli- 


cies have a double indemnity clause 
which provides, in event of accidental 
death, payment of double the amount of 
the face value of the policy. On such 
policies alone The Prudential paid $554,- 
648 plus the face values, or a total of 


$1,109,256, 


PRAISES INSURANCE MEN 


Smith of 
Speaks Before Agents’ Meeting; 
Talks of Chrysler Plan 
12,000 fire 
agents in Wisconsin according to Insur- 
Stanley Smith, 
Wednesday at the annual 
convention of the 


Commissioner Wisconsin 


There are over insurance 


ance Commissioner W. 
who spoke 
Association 
Wausau. He 
codification bill which 
Palmetto- 
now being re- 


Wisconsin 
Agents at 
referred to the 


of Insurance 


failed to pass, and about the 
Chrysler plan which is 
viewed by Wisconsin authorities. 

With reference to company 
Smith paid the 


successful 


men and 
agents Mr. follawing 


tribute to underwriters and 
managers: 

“The big men in managements have 
they 


learned the people’s need, the conditions 


risen from the ranks—there have 


and problems requiring solution; there 
to the 
conviction, that 
policyholder can 
company, be it by 
legislative require 


too with such contact has come 
most broadminded the 
whatever benefits the 
not be harmful to the 
method, practice or 
ment, for after all, what we call the 
company is but the combination of a 
large number of individuals contributing 
to a common fund, of which manage 
ments are but the collecting and dis 
tributing agents. 

“Tt is because of the 
number of individuals to such a com- 
bination to constitute the company, and 
the essentially wide distribution of in- 
dividuals and risks, that we find the 
only justification for the supervision of 
the Insurance Department—to do for the 
insured what he is unable to do for 
himself.” 


required large 


NOW NEWMAN & SPARKS, INC. 

Walter MacBain and Charles W. 
Sparks have purchased the stock of the 
estates of the late Robert J. Newman 
and William C. Newman and_ have 
changed the name of the well-known 
New York City local agency of Newman 
& MacBain to MacBain & Sparks, Inc. 
The agency represents the  Fidelity- 
Phenix, International, Merchants Fire, 
New York State Insurance Company 
and the Independence Fire. Mr. Sparks 
was formerly with Fred S. James & Co. 


EKERN ACTS FOR “SMITH 

For the time being Attorney General 
Herman L. Ekern of Wisconsin, and In- 
surance Commissioner W. Stanley Smith 
have buried the hatchet and Ekern wili 
appear for the commissioner at the hear- 
ing in Wisconsin Saturday on the Chry- 
sler case. 


COMMISSIONER ‘CONN HERE 

Commissioner Conn of Ohio was in 
New York this week. Some one asked 
him if he thought insurance rates on 
automobiles were too high. “Ask me 
the question in Columbus next week,” 
he said “Right at the present time I 
am more interested in theatrical ticket 
rates. I went to see ‘Louis the Four- 
teenth’ last night, sat in the fourteenth 
row and the theatre speculator tried to 
hold me up for $14 for two seats.” 


Framan & Brendel, Tek: Dewtinn , in- 
surance brokers, has been chartered at 
Albany ‘with $5.000 capital. M. J. Framan, 
R. K. Everdell, 309 82nd St., and A. 
Jakobson, 186 Joralemon St., Brooklyn, 
are the incorporators. 
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T The Haman Side of Insurance 











SCHELLENTRAGER 


E. J. Schellentrager, leading producer 


of the Reliance Life, Pittsburgh, is enter- 
ing upon his ninth year with that com- 
pany. He has placed on the company’s 
books a total in computed volume of 
life insurance of $11,393,558. He has also 
written surplus business brokered with 
other companies to an amount in excess 
of $17,000,000. 


other 


He frequently cooperates 
with agents of the company in 
assisting in closing where large and diffi- 
cult cases are involved. For instance, 
during June he wrote $600,000 with Ohio 
Reliance and $400,000 with 

He also led his company 
in accident and health coverage paid for. 
in joint operation with G. C. 
Cleary, Reliance representative in Chi- 
cago, he paid for a single policy for $1,- 
000,000 on the life of John A. Carroll, 
president of the Hyde Park State Bank, 
Chicago. An analysis of his June pro- 
duction discloses the fact that he per- 
sonally wrote one application for $750,- 
000; one for $100,000; one for $600,000; 
four between $25,000 and $50,000; five 
between $10,000 and $15,000, and several 
for from $1,000 to $4,000. He is an 
authority on income and inheritance tax 


agents of the 
Illinois agents. 


Recently, 


insurance. He was born in Cleveland 
and studied architecture. From = archi- 
tecture he went into insurance. 

a ae 


James A. Painter, Reichman 
insurance agency, says he has been in the 
insurance business longer than any man 
in Houston, Tex. He began as a clerk 
for the Pollard Insurance Agency in 
1887. In 1912 he went into business for 
himself. He belonged to Stonewall Fire 
Company No. 3, volunteer firemen of 
Houston. It is very interesting to hear 
Mr. Painter relate his experience as a 
fireman in the early days. He says they 
would put out the fire and afterwards 
have a water fight with the fire hose. 
Painter, Reichman & Company are at 
present located at 523 Kress Building, but 
will move into one of the new office 
buildings with larger space. The agency 
handles all classes of insurance except 
life. 

eo oe ok 

E. H. Morrill, assistant general mana- 
ger of the New York office of the Aetna 
Life and Affiliated Companies, is away 
on his vacation. He expects to return 
September 1. 


& Co.,, 





Harold Packard, recently appointed as 
superintendent of the liability depart- 
ment of the new branch office of the 
Metropolitan Casualty at Boston, was 
originally with John C. Paige & Co., and 


later with the Massachusetts Bonding, 
Until recently he was with Elmer A, 
Lord & Co., as casualty man. 

+ -& + 


A. L. Jordan, agent at Norfolk, Va, 
for the Fidelity & Casualty, was one of 
the winners in a legislative Democratic 
primary contest held recently in that 
Nomination in the 
equivalent to 


city. primary is 
The legislature 
convenes next January in regular bien- 
nial session. 


election. 


* * * 

Lathrop E. Baldwin, manager for the 
New England Mutual Life in New York, 
one morning recently received, 
gated, recommended and paid for, the 
first case that he ever closed by cable. 
The case was handled with as much dis- 
patch as it would have been had it 
originated in William Street instead of 
abroad. Mr. Baldwin says that he has 
collected renewal commissions by cable in 
several different instances. 

* * * 

Ralph P. Harrison, general agent at 
Richmond, Va., for the Union Centra) 
Life, gave an intere — talk on the sub- 
ject of “The Spirit of Lawlessness,” be- 
fore the Kiwanis Club of that city the 
other day. 


investi- 


ee 

Roy A. Hunt, vice-president of the 
American Central Life, and at one time 
a well-known insurance newspaper man, 
was a visitor to New York City this 
week 

* Ok Ok 

Winslow Russell, vice-pre sident of the 
Phoenix Mutual Life, who is a major 
in the adjutant ge neral’s department, re- 
serve, has been ordered to active duty, 
effective August 27, and on that date will 
report to the adjutant general in Wash- 
ington for training. He served on the 
classification of personnel committee 
during the war for more than a year. 

x ok Ox 

Darwin P. Kingsley, president of the 
New York Life, will return from Eu- 
rope early vad ‘September. 


ELLIOT Vv. SOMERS DIES 


Was Assistant Secretary of Norwich 
Union and Phoenix Indemnity; 


Known Intimately to Many 

Elliot V. Somers, assistant secretary of 
the Norwich Union Indemnity and_ the 
Phoenix Indemnity, died last Saturday as 
the result of heart trouble. He was thirty- 
four years of age and had a wide ac- 
quaintance among the insurance fraternity. 

He commenced his insurance career in 
1907 as a clerk with the Ocean Accident, 
leaving this company in June, 1914, to be- 
come identified with the Hartford Acci- 
dent & Indemnity as assistant superin- 
tendent of the company’s liability depart- 
ment. He left the Hartford at the time 
of the war and upon his return to civilian 
life went with Brewster & Co. When the 
Norwich Union was started in 1919, Mr. 
Somers joined its staff as superintendent 
of its metropolitan department, subse- 
quently becoming assistant secretary of the 
company, 





MICHELBACHER RETURNS 
J. F. Michelbacher, secretary-treasurer 
of the National Bureau of Casualty & 
Surety Underwriters, has returned from 
his trip to Calitornia, where he supet- 


vised the establishmentof a branch office 
at San Francisco. 
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FIRE INSURANCE 





An Insider’s View ot 
Palmetto-Chrysler Plan 


No insurance development in_ recent 
years has attracted more attention than 
the Palmetto-Chrysler plan by which both 
fire and theft insurance is included in the 
purchase price of Chrysler cars. The 
insurance newspapers have printed many 
thousands of words on the subject. Most 
of the articles have been written from 
one point of view. Because of the wide- 
spread interest in the subject, among both 
insurance people and state Departmental 
heads, THE EAsTERN UNDERWRITER here- 
with presents, in accordance with its policy 
of covering as completely and fairly as pos- 
sible subjects of a controversial interest in 
the business, the first of a series of articles 
written by an authority on the plan, a 
man cognizant with all of its ramifications. 
He takes the position that the Palmetto- 
Chrysler transaction is part of an evolu- 
tionary drift in fire and theft insurance and 
really will benefit the great institution of 
insurance in the long run, as well as to 
preserve for existing insurance companies 
a great volume of premiums which other- 
wise would be lost. 


No. f. 


Recent developments in the insurance 


field have brought up very sharply and 
for serious discussion the attitude of in- 
surance companies, of automobile manufac- 
turers, and of so-called “finance com- 
panies” toward automobile insurance, prin- 
cipally fire and theft. ; 

The insurance press for a number of 
weeks has devoted most of its space to 
discussion of the so-called Palmetto- 
Chrysler Insurance Plan. Irrespective of 
what may be the opinion of any individual 
or of any special interest, be it the opinion 
of the insurance companies, the agents’ 
associations, or others, the discussion is 
to be welcomed, and such discussion need 
not be confined to the Chrysler plan alone. 
hat plan represents only one method of 
approach to a problem. The operations of 
the General Motors Exchange Insurance 
Co. is another approach, while the recently 
announced special plan of the Hartford 
Accident and Indemnity Company is still 


another approach from a very different 
direction. 


Time for Frank Discussion 


The truth of the matter is that with 
these and other plans commanding atten- 
tion and engaging discussion, the time has 
come for the automobile insurance com- 
Pamies to get together for a very frank 
and serious discussion of what should be 
4 common policy towards this form of 
business. e 

Automobile insurance, it is to be remem- 
bered, was an orphan child in the insur- 
ance world, first adopted by the marine 
surance companies, later welcomed into 
the family of the fire companies as to fire 
and theft, and then into the family of the 
Casualty companies as to public liability, 
while as to property damage insurance it 
drifts back and forth between the fire 
companies and the casualty companies. 

he fortunes of its growth have been 
Continuously affected by two very impor- 
tant factors—the first, that of the chang- 
ing status of the automobile industry as 
suc »,and second, the intrusion and the 
growing importance of finance companies 
re a factor in the distribution of automo- 
iles to the public, 


For some years after their introduc- 
tion, automobiles were regarded as a lux- 
ury—a rich man’s sport. ‘Lhey were sold 
for cash, and if the man who would have 
one could not pay cash, he was forced to 
mortgage his home or pledge his credit to 
get the money with which to buy the 
car. In any event, so far as the dealer 
was concerned, it was a cash tranaction. 


Entrance of Finance Corporations 


The utility of the article itself, how- 
ever, would not remain encompassed by 
these limits, and it very quickly forged 
into a position of commercial conve- 
nience and public necessity. This in turn 
resulted in greater manufacturing re-’ 
sources with a producing capacity which 
demanded greater facilities in distribution, 
At that juncture, finance corporations en- 
tered the field, functioning as independent 
intermediaries between the automobile 
manufacturer and the purchaser of the car 
in such a manner that the purchaser could 
get his car on time payments while the 
dealer got his cash. 

The method of operation of finance 
corporations was to make the loan upon 
the security of the car (either by agree- 
ment of conditional sale, chattel mortgage, 
or lease agreement) with the protection 
afforded by an insurance policy covering 
the equities of the persons in interest, 
chief among which interests were the 
finance company which usually loaned about 
two-thirds of the purchase price, the in- 
surance policy covering about 80% of this 
price. 

Of course, as monthly payments were 
currently made, the equity of the finance 
company covered by the insurance policy 
decreased, and that of the owner of the 
car increased. With such a_ fair-sized 
equity to protect, the finance company pur- 
chased the insurance itself. 

There was, however, another purpose in 
its doing so: it was thereby enabled to 
increase its profit upon the financing trans- 
action. The finance company did not buy 
the insurance and bill the premium against 
the purchaser as a separate item; the 
finance companies did and they now do, as 
a general rule, quote certain lump sums 
as their charges, for financing service in- 
clusive of insurance premiums for fire and 
theft insurance for one year. 

In analyzing such a lump sum charge, 
the prospective purchaser would be in- 
formed as to the prevailing tariff rate for 
insurance on the car, and the amount which 
he would have to pay as interest if he 
himself borrowed the money from his own 
bank, or from others. The excess of the 
finance company’s charge over the total 
of these two items always seemed a rea- 
sonable charge for the convenience. 
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Profits From Insurance Operations 


The finance companies, however, did not 
pay the prevailing tariff rates. In the 
beginning they went out into the market 
and bought all of their insurance at a flat 
rate, much below the prevailing tariff, and 
the difference between the rate which they 
paid and the tariff currently quoted went 
to increase their profits. Some years ago 
it was estimated that almost one-half of the 
net profits of the finance corporations re- 
sulted from their insurance operations. 

So important was the profit from this 
source, that the finance corporations would 
purchase the insurance from whoever would 
offer them the lowest rates, and their at- 
titude in this respect caused the creation 
of a number of companies specializing in 
insurance of this kind. Some of these 
companies were very poorly equipped, 
either financially or in personnel, for insur- 
ance business, and their operations have 
proved costly, both to the public and to 
the insurance world at large. 


Insurance Viewpoint Towards Finance 


Companies 


Many insurance men condemned the oper- 
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ations of finance companies, and from many 
banking quarters also there was for a 
long time consiuverabie proiest. Neverthe- 
less, in sipte of these criticisms, finance 
companies grew at a very rapid rate until 
at the present time it is estimated that 
more tuan SUY% ot ail new cars sold at 
retail are sold on time payments, and the 
total volume of finance-company opera- 
tions runs into hundreds of millions of 
dollars each year. ‘The insurance pur- 
chased by these companies is, therefore, 
a very substantial item, and the larger in- 
surance companies have found it neces- 
sary to devise ways and means of getting 
this insurance. 

‘they were unwilling, and there were 
many insurmountable difficulties in the way, 
to do business with the finance companies 
on a flat rate basis; instead, the practice 
was adopted of billing the finance com- 
panies at the current tariff rates, but of 
making liberal allowances in the way of 
commissions and brokerage which event- 
ually found a way into the pockets of the 
same interests as dominated the finance 
companies. Many expedients were used to 
accomplish this purpose without violation 
of the law, but, irrespective of the form, 
the principle of it is not in the best 
interests of the insured public or of the 
companies. 

Among other things, it tends to continue 
the habit of finance companies peddling 
their business from company to company, 
giving it to the one which will allow the 
largest commission and brokerage, with 
the. result that acquisition costs of this 
business are very high. It has been 
rumored that the acquisition costs run 
from thirty to as high as forty per cent 
of the premium. The evils of this method 
have passed unheeded, but in complain- 
ing of the Chrysler-Palmetto plan is it 
not for the best interests of the insurance 


business that some attention also be given 
to the evils which the Chrysler plan, by 
the announcement of its opponents, is in- 
tended to correct? 

Keen Competition 


In the keenness of competition, automo- 
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bile manufacturers are trying to reduce 
their manufacturing costs as much as pos- 
sible, and from time to time reductions of 
the sale price are announced. [Even slight 
reductions are considered of great impor- 
tance. The manufacturers, however, have 
ample reason for their present complaint 
that their efforts to reduce net cost to the 
purchaser are very often nullified by the 
operation of finance companies, and here 
comes the bold effort of the Chrysler, ac- 
cording to its public announcements, of 
eliminating from participation in its dis- 
tribution of any and all finance companies 
which are not willing to confine themselves 
to financing service only. ‘To accomplish 
this purpose the Chrysler Corporation has 
made its own arrangements for the pur- 
chase of insurance under terms which will 
cover all equities, whether of the purchaser 
or of the finance company, or of endors- 
ers upon the notes, or of holders of the 
notes. True, in the final analysis the cost 
of this insurance is passed on to the pur- 
chaser in just the same way as the manu- 
facturer’s cost of insurance upon his plant 
and against his liability to workmen, etc., 
is absorbed in the sale price of the car as 
part of the operating costs. It is not, 
however passed on as a direct charge to 
the purchaser. 


The Chrysler Plan 


In its essential form, therefore, this 
Chrysler plan represents an effort to 
eliminate the objectionable features of 
finance company operations while preserv- 
ing the beneficial aspects of the services 
Which such companies can and do perform. 

Another approach has been made by 
automobile manufacturers and finance com- 
panies combining to organize their own in- 
surance companies. This is the plan of the 
General Motors Exchange Insurance Com- 
pany which serves the General Motors 
group—including the General Motors Ac- 
ceptance Corporation—the finance com- 
pany controlling the time payment sales of 
General Motors Products. 

Is this in the public interest? We think 
not. It is a matter of common experience 


2 





that an insurance corporation, the same as 

a bank, does not thrive if it is entirely 
subservient to one interest. There will be 
too many temptations to make the invest- 
ments of the insurance company serve the 
interests of those engaged in the main and 
larger enterprises; too many temptations 
to base the rates of the insurance com- 
pany not upon experience alone, but in ac- 
cordance with the sales policy of the manu- 
facturers. Moreover, it is not in the best 
interests of the insurance companies or the 
general public that such substantial groups 
of insurance business should be segregated 
from other insurance where they would 
help to diversify risks and standardize rates 
for the common good. 

This second approach, therefore, is along 
the general lines of eliminating the in- 
surance companies from participation in 
this business. Whatever the underlying 
motive, it will be generally conceded that 
the remedy is too drastic. 


Hartford A. & I. Plan 


In the plan of the Hartford Indemnity 
Company, previously referred to, we have 
the opposite method of insurance com- 
panies themselves trying to eliminate the 
finance companies. Under this Hartford 
plan, the insurance agent practically be- 
comes the financing agent for the automo- 
bile dealer. It is he who must make the 
arrangements for the accommodation of the 
dealer at a local bank for the sake of sell- 
ing fire and theft insurance; and he also 
sells fiduciary insurance to the bank. The 
total costs of these insurance premiums 
are naturally passed on to the purchaser 
of the car. The services of a financial 
agent are furnished free to the dealer. 

A great many questions at once occur to 
the serious student of this plan. For in- 
stance, it has been an essential part of the 
finance company business to finance all of 
the sales of its dealers and clients. These 
have included new cars as well as used 
cars. The passing of credit on these 
risks is a matter toward which the finance 
companies have spent years in accumulat- 
ing experience; for this purpose they em- 
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ploy highly trained and highly paid credit 
men, and an association through which 
credit information is currently exchanged. 
Is the insurance company now going to 
take upon itself the hazards of attempting 
to qualify each one of its insurance agents 
as experienced credit men? 

It is not the purpose of this article to 
criticize either the Chrysler plan, the Gen- 
eral Motors plan, or the Hartford plan. 
It is hoped, however, that enough has been 
pointed out to show the futility of attack- 
ing the Chrysler plan without giving serious 
attention to the entire situation. 

It is not a question of whether the 
Chrysler plan is a perfect one or not, 
although it must be admitted that it rep- 
resents middle ground between the posi- 
tion of the manufacturer or finance com- 
pany which would eliminate insurance 
company, and the insurance company which 
would eliminate the finance company. The 
Chrysler plan does not go to either ex- 
treme; it does not eliminate the finance 
company, but merely corrects its practice; 
it does not eliminate the insurance company, 
but merely reduces its acquisition costs. 

It is high time, it would seem, that rep- 
resentatives of the automobile manufactur- 
ers, of the leading finance companies, and 
of the insurance companies should get to- 
gether to thresh out the essential features 
of this business, and evolve a plan which 
will be fair to all parties concerned, and 
especially fair to the greatest party in in- 
terest—the insured public. 


SCORES CHRYSLER PLAN 





Maine Insurance Commissioner Gives 
Opinion Why He Considers Insur- 
ance Scheme Illegal 


Insurance Commissioner Wilbur D. 
Spencer of Maine, holds that the Chry- 
sler-Palmetto plan is illegal in several 
respects and has issued a warning to 
insurance agents and brokers and sales- 
men of Chrysler cars that they must not 
violate the state laws by selling Chrysler 
cars insured against fire and theft risks 
by the Palmetto, a company which is 
not admitted to Maine. Commissioner 
Spencer claims to have the right to pro- 
cede against the Chrysler arrangement 
by virtue of his power to exercise super- 
vision over the initiation and mainten- 
ance of insurance contracts within the 
limits of Maine, and especially when 
negotiated by agents or brokers. 


CONFER ON INSTALMENTS 


Ohio specials of Ohio Farmers recent- 
ly were in a conference with under- 
writing officials of the Company con- 
cerning the installment plan of writing 
farm business. Thorough study of the 
installment plan was made because it 
is. believed that such a plan offers the 
best means for Ohio Farmers agents to 
combat competition and at the same time 
to write insurance to value and make 
collections promptly. 
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Capital .......$1,000,000.00 
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ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all 
all other liabilities 


Net Surplus. ... 


2,575,127.95 
1,000,362.98 





Assets ........$4,175,490.93 


Policyholders’ Surplus 
$1,600,362.98 
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ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 
Reserve Reinsur- 

ance Fund and 


Reserve for all 
other liabilities... 


Net Surplus. ... 


3,751,385.75 
501,427.56 





Assets ........$5,252,813.31 


Policyholders’ Surplus 
$1,501,427.56 
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U. S. Court Arguments 
in Chrysler Case 


CABELL AND FOWLER APPEAR 





Counsel For Company Discusses Status 
of Michigan Contract; Departmental 
Viewpoint Given 





Argument before Judges Rogers, Knox 
and Hand in the Palmetto-Chrysler mat- 
ter took place on August 13th. Hartwell 
Cabell of Cabell, Ignatius & Lown, ap- 
peared on behalf of the Palmetto. De- 
puty Superintendent Fowler on behalf 
of the Insurance Department. 

Mr. Cabell explained to the court the 
essential provisions, the theory and the 
practical operation of the contract made 
by the Palmetto Fire with the Chrysler 
Motor Sales Corporation for fire and 
theft coverage on all Chrysler cars for 
a period of one year. He stated that 
the Palmetto Fire was licensed by the 
State of New York to do a fire insur- 
ance business in the state, and that by 
virtue of this fact, the New York De- 
partment was undoubtedly entitled to 
make inquiry in regard to the affairs of 
the Palmetto Fire, with reference to the 
question as to whether the company was 
solvent or not. However, counsel con- 
tended that this right of inquiry does not 
extend so far that the Insurance De- 
partment could under the guise of such 
an inquiry attempt to prevent the oper- 
ation of the Chrysler-Palmetto contract, 
by canceling the license of the Palmetto 
to do an 


insurance business for the 
reason that the contract entered into 
by the Palmetto Fire in New York 


State with the Chrysler Motor Sales Cor- 
poration was executed in the State of 
Michigan, and was by its very terms 
to be construed according to the Michi- 
gan statutes, and was admittedly legal 
in that state. 
Called Legal Everywhere 
This contract then, being a Michigan 


contract and legal in that State, is, 
under the decisions of the Federal 
Courts, which he cited, legal every- 


where in the United States, no matter 
whether it conflicts with certain pro- 
visions of the various state insurance 
laws or not. This question has been 
passed upon by the United States Sup- 
reme Court in several very recent de- 
cisions, and that, he contended, was the 
only point involved in he present case. 

Counsel also stated that the Chrysler- 
Palmetto contract was made for the 
benefit of the purchaser of a Chrysler 
car. The certificate which is mailed 
to the purchaser by the insurance com- 
pany in Detroit is mere evidence of 
contract heretofore entered into for the 
purchaser’s benefit, and is in no sense 
the contract itself. Under the terms 
of the open policy, the insurance auto- 
matically attaches whether the certifi- 
cate is issued or not, when the pur- 
chaser takes title to the car. 


The Dealer and Distributor 
_The Chrysler distributor and the 
Chrysler local dealer who sold the car 
have no part in this transaction, as 
the insurance had already been arranged 
for, and the local Chrysler dealer could 
not prevent it or alter it in any way. 
As the Chrysler dealer makes no report 
to the insurance company, and does not 
come in contact with the insurance company 
Im any way, it .was contended that he could 
not under any statute be considered as hav- 
ing anything to do with the insurance fea- 


ture whatsoever. In fact he is perfectly 
powerless to hasten or retard or vary 
the insurance in any. way. It attaches 
to the car in the hands of the purchaser 
solely by the provisions of the contract 
heretofore executed in Michigan for the 
benefit of a class, of which the pur- 
chaser of a car becomes one when he 
makes the purchase. 

It was also stated that the rate charg- 
ed for the insurance was a flat rate 
throughout the United States, and as 
this arrangement was legal in the state 
where the contract was executed and 
to be carried out, (that is, in the State 
of Michigan) no state could interfere 
with the operation of the same by com- 
pelling the Company to file rates, or 
in any other way, as this contract is 
protected under the provisions of the 
Federal Constitution, 


Rating 


It was also stated that the flat rates 
were arrived at by a consideration of 
nation-wide experience, which, as coun- 
sel argued, constituted the correct prin- 
ciple of insurance. 

The fact that the agency associations 
were attacking this plan was also men- 
tioned, and it was stated that the reason 
for this attack is, that the plan provides 
for a net basis with no commissions. 
And it was contended that while it 
might affect some fire and theft busi- 
ness for a year, nevertheless, it was 
of great advantage to the general public 
and would ultimately tend to popular- 
ize automobile insurance and increase 
the volume of insurance which would 
ultimately react to the benefit of the 
agents. 

It was also stated that whatever the 
Chrysler Motor Sales Corporation paid 
for the insurance was absorbed in the 
retail price of the car, the same way as 
the labor which went into the manu- 
facture of the car, and the fire 
insurance on the Company’s buildings 
in Detroit and any other overhead ex- 
penses which were included in the manu- 
facture of the completed product. 

It was contended by Mr. Cabell that 
since the Allegeyer case there has never 
been any question of the right of any 
citizen of any state to enter into a 
contract of insurance outside his state 
of residence, which contract if valid 
where made must be recognized by the 
state in which the citizen resides, no 
matter what the local laws to the con- 
trary might be. He contended that the 
principle involved in the Chrysler-Pal- 
metto plan is the same principle legalized 
by the United States Supreme Court 
in the Allegeyer case. 


Some Points Made by Deputy Fowler 


Some of the points made by Deputy 
Superintendent Fowler in outlining the 
position of the Department follow: 


The New York Department has the. 


police power and authority to regu- 
late, supervise and control the insurance 
business. 

The Palmetto served notice to the De- 
partment that it intended to retire as a 
licensed company from New York as of 
April 30, 1923; that on December 9, 
1924, the company stated it desired to 
re-enter the state; that it was relicensed 
to do a fire insurance business only and 
appointed Herman G. Treiss its agent; 
that an application for the renewal of 
the license was made and granted; that 
it accepted the license “with full notice 
and knowledge of the public acts, sta- 
tutes, law and public policy of the State 
of New York and the people thereof, and 
thus become obligated under the con- 
stitution of the United States to give 
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full faith and credit to said public acts, 
statutes, etc.” 


The Certificate 


Mr. Fowler then discussed the Pal- 
metto-Chrysler contract and the re- 
lations thereto of the Commercial Credit 
Co. He declared that the Chrysler Sales 
Corporation has no fire or theft insur- 
able interest in the cars then in existence 
or to be manufactured at the time they 
are sold to the retail purchasers, a fact 
known to the Palmetto Fire when it en- 
tered into the automobile document 
under discussion on June 12, 1925. The 
sum asked over and above the factory 
list price, conceded to be a charge for 
fire and theft insurance, was designated 
as “delivery charges.” He said that the 
insurance is not subject to cancellation 
and no return premiums are payable to 
or recoverable by the retail purchaser of 
any such car. The car buyers got only 
a certificate; they know nothing about 
the Chrysler-Palmetto contract. 

Mr. Fowler called attention to adver- 
tisements in newspapers, periodicals and 
magazines in this state in which the Pal- 
metto was represented as issuing fire 
and theft insurance on all Chrysler cars. 
The Palmetto has issued to citizens in 
this state a large number of certificates 
of insurance; but “as a matter of fact 
and law said Palmetto Fire Insurance 
Co. never had at any time any power, 
authority, permission or privilege under 
the charter issued to it by the state 
of South Carolina to issue any policy 


contract or certificate against the haz- 
ard of theft of automobiles; also, 

“That at the preliminary hearing held 
before the Superintendent of Insurance 
of New York State the Palmetto Fire 
appeared by counsel and its officers and 
directors and represented to the Super- 
intendent of Insurance of New York 
that it had the power and authority under 
its charter to execute the document of 
June 12, 1925, and to issue the certificates 
called for thereby and otherwise to in- 
sure any person who might seek insur- 
ance for losses of automobiles by theft. 
That upon referring to the certified copy 
of the charter filed with the State of 
New York on its application for permis- 
sion to do the business of fire insurance 
in this state the Superintendent of In- 
surance sustained that said charter did 
not authorize or permit the Palmetto 
to write theft insurance upon automobiles 
or any other property.” 


Exchange of Charter Telegrams 


Mr. Fowler had in his possession tele- 
grams on this point which have passed 


between Commissioner McMahan of 
South Carolina and Superintendent 
Beha. 


Mr. Fowler said that New York State 
denies that the Palmetto has furnished 
New York State and Superintendent 
Beha a full and complete copy of all 
documents and contracts with the Chrys- 
ler Sales Corporation and the Commer- 

(Continued on page 30) 
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“‘_the loss was covered 
by insurance” 


That is the happy ending to so many news stories of 
fires and other disasters. 


The mystery of how the fire started, the fear of its 
getting beyond control, the valiant efforts of the fire- 
men, cause conflicting emotions in the reader’s mind,— 
but the simple statement at the end, “the loss was 
covered by insurance,” brings relief and a greater sense 
of appreciation for the security which insurance affords. 


Fire insurance agents perform a service of good to 
mankind whenever they sell a policy which gives needed 
protection. 


A policy in The Home of New York provides the pro- 


tection of America’s Largest and Strongest Fire Insur- 
ance Company. 


‘Che HOMECGmbany NEW YORK 
: Elbridge G. Snow, President 


ORGANIZED 1853 CASH CAPITAL $18,900,000 
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Against Calendar 
Court Favoritism 


MORE VIEWS OF ATTORNEYS 


National Board Counsel Thinks Such 
Action Unconstitutional; Cabell and 
Levy Can’t See It, Either 


More insurance lawyers were _ inter- 
viewed this week by The Eastern Under- 
writer relative to the suggestion that fire 
insurance litigation involving commer- 
cial fires should be given preference by 
the courts, an idea which is being fa- 
vored by a number of attorneys outside 
who have as their clients manufacturers 
or merchants in this city. 

Mr. Ryon’s Opinion 

O. B. Ryon, general counsel of the 
National Board of Fire Underwriters, 
said: 

“I cannot see wherein fire insurance 
claims should have preference over any 
other form of money debt. I would re- 
gard such a statutory provision as un- 
constitutional, as class legislation and 
preference of one class of creditors over 
another.” 


Should Be No Favoritism, Says Leo Levy 

Leo Levy of New York, said: “I can 
see no great necessity for expediting in- 
surance litigation beyond all others, but 
I am a firm believer and advocate sim- 
plification of procedure which will do 
away with the law’s delay in all litiga- 
tion. 

“Any remedial legislation or remedial 
procedure which will enable the prompt 
disposition of all litigated matters wheth- 
er involving insurance questions or 
others is to my mind something much 
to be desired.” 


Hartwell Cabell’s Opinion 

Says Hartwell Cabell of Cabell, 
natius & Lown, New York: 

“J have your request asking my opin- 
ion on the proposal that fire insurance if 
issued, be given a preference in Court 
Calendars over other litigation, for the 
reason that “Merchants and manufactur- 
ers suffer by reason of the holding up 
of their claims pending court and jury 
action.’ 

“While throughout the country in 
large centers of population, there is a 
delay in concluding litigation by reason 
of the crowded condition of the calen- 
dars, I can see no good reason for pre- 
ferring one class of what might be 
termed ‘commercial litigation’ over other 
classes. 

“My observation has been that, during 
the last few years, there has been a 
marked diminution in the volume of liti- 
gation under insurance policies. A re- 
sort to litigation for the purpose of col- 
lecting insurance, usually indicates either 
some well grounded claim for fraud as 
a defense, or else some serious breach 
of the conditions precedent or subse- 
quent contained in the policy. In these 
circumstances, an insurance litigation is 
usually carried through the court of last 
resort, and the saving of a short time in 
awaiting the initial trial is not of great 
importance. Leaving this out of the 
question, I fail to see why a prompt col- 
lection of the sum due or claimed to be 
due on an insurance policy is of any 
More importance to the claimant than 
the prompt collection of a sum due or 
claimed to be due on any other com- 
Mercial transaction.” 

Opinion. of Col. Stoddard 

Colonel Francis R. Stoddard said: “I 


Ig- 


ox heen asked to give my opinion as to 
Whether claims against insurance carriers 


based on policies of insurance should re- 
Ceive a preference for trial. This ques- 
tion was considered by me as Superin- 
tendent_of Insurance when legislation to 
this clfect was introduced in the New 
York legislature. The reasons given for 
the alvisability of passing such legisla- 
tion were allegations that the fire insur- 
ance companies had avoided by delay the 
Payment of just claims. An investigation 
was made by the Insurance Department 
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under my direction and I came to the con- 
clusion that there were few cases, if any, 
where the fire companies were intentionally 
avoiding the payment of just claims. In 
justice to these companies I ought to say 
that no case was brought to my attention 
where I doubted the good faith of the 
company involved. As a result of my in- 
vestigations | did not advocate the legis- 
lation submitted and it was not passed by 
the legislature. 

“There is no question but that the long 
period necessary for a case to be reached 
for trial works a hardship on the public. 
The answer in my opinion is to lighten the 
burden on the Courts by settling and by 
arbitration when possible and by the qlis- 
couraging of unnecessary litigation. It 
may be that more judges are necessary 
in certain districts. To sum up, law de- 
lays are alike in the business of insur- 
anee and in other businesses. Instead 


of giving insurance claimants an advan- 
the 


tage let us eradicate for all real 


cause of the trouble.” 


Dobbs Sees Bright 
Future for Agents 


PESSIMISM IS UNWARRANTED 


Personal 


Touch With Home Office 
Manager May Be Gone But Service 
to Assured Increases 


That the chances for service and profit 
today by local fire agents more than offset 
the loss of personal touch which used to 
exist between home office managers and 
their agents to a greater degree than now, 
is the opinion of Charles Dobbs, managing 
editor of the “Insurance Field.” Mr. 
Dobbs spoke yesterday before the Wiscon- 
sin Association of Insurance Agents at 
Wausau, Wis., on the American agency 
system from an outsiders’ point of view, 
and deplored the spirit of pessimism which 
seems to have taken hold of some agents 
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Editorial 
Rent and rental value insurance is an 
opportunity for the insurance agent to in- 


has no particular seasonal appeal but can 
be written 365 days in the year, right along 
with the fire insurance. 

Among the best prospects for rent in- 


sities, churches, and other organizations, 
a large part of whose revenue often comes 
from the renting of property. 

Rent insurance is easy to write and 
gives the property owner a much-needed 
protection, besides increasing the agent's 
profit. Ohio Farmers representatives are 
urged to include rent or rental value in- 
surance with their fire policies. 


Any Ohio Farmers agent wanting in- 
formation about rent and rental value in- 
surance may call upon the Company's 
special agent*. 


A valuabie booklet «n ent and renta! 
value insurance is evailable to Ohio 
Farmers agents. Please write for one or 
more copies. Address the Company <i 
Le Roy, Ohio. 





créase his income. This form of coverage | 


surance are estates, colleges and univer- | 


As is usual in the summer time, many 
jasents and friends of the Old Man on the 
| Fence are driving to LeRoy to visit and 
|become better aquainted. All villagers 
will be glad to welcome pou. Come and 
see us. 
| LeRoy is going to claim the weather 
‘championship of the country soon. Every 
cay we have warm sunshine and cooling 
It never gets monotonous. There 
is variety to suit everyone. 


rain. 


| 
| 
| 


| Rent insurance may be written to cover 
loss of rental income as a result of tornado 
as well as fire. 





Add rent or rental value insurance to 
the protection now carred ly your regular 
Onio Farmers policyhc! er. It means pro- 
tection for him and profits fur you. 


Leasehold insurance is a good running- 
mate for rent insurance. Write it in a 
good company—the Ohio Farmers for 
instance. 

Flivver owners who park along main 
ruads ere not eligible for rent insurance. 











because there are troubles besetting the 
insurance business. 

“It would be treason to the future to 
allow this pessimism to go unchallenged,” 
said Mr. Dobbs.” “Even if in some as- 
pects the changes in the local agent’s 
activities have not been wholly desirable, 
it is reasonably certain that the most im- 
portant changes have come to stay and 
that we can no more go back to the old 
days of the “personal touch” than the old 
caken bucket can come back to the well. 
The necessary consequence of this is that 
the local agent, though looking backward 
lovingly to the old ways, must make the 
best of the new, and, by recognizing con- 
ditions as they actually. exist, seek to ac- 
commodate himself to the new order of 
things and build a secure place for himself 
in the present environment of underwrit- 
ing. 

“So it is in the local agency end of the 
insurance business. While the local agent 
has been stripped of some underwriting 
functions he has the compensating ad- 
vantage of increased opportunities for in- 
come and public service in the new condi- 
tions of the business. 

“The years since that time have demon- 
strated that changes in the _ business, 
whether desirable or undesirable, have 
come to stay. Accepting these conditions, 
there are two fundamental factors which 


must influence the future course of the 
American Agency System. 
“The first factor is that the insurance 


business, originally intricate, has become 
even more so. The average man—the so- 
called “public’—cannot understand it with- 
out special study, even conceding that the 
“average man” has the intelligence to 
grasp the various elements of the far flung 
fabric of underwriting. This necessary in- 
ability of the public to understand the in- 
surance business necessarily implies that 
those who apply for insurance must take 
it on faith. 

“Secondly, since insurance is bought on 
faith the local agent from whom it is 
bought must in the nature of the case pos- 
sess a_ sufficiently comprehensive knowl- 
edge of the business to give his customers 
adequate expert service and, in addition, 
possess the integrity to be worthy of the 
trust imposed in him.” 


RENEWS ATTACKS ON EKERN 


Commissioner Smith, of Wisconsin, in 
Report to Governor Recommends 
Limitations for Opponent 

sy an official recommendation to the 
governor that the office of the atforney 
gencral and his assistants be compelled to 
give up all other offices and hold no re- 
tainers and shall give all their time to the 
office and that legislation to this effect be 
enacted, W. Stanley Smith, commissioner 
of insurance, renewed his attack on At- 
torney General Ekern last week. The 
recommendation is made in the official 
report of the commissioner of insurance 
to the governor. 

Among recommendations in the report 
to the governor are the following: 

1—Attorney general and his staff devote 
entire time to the duties of the office. 
2—Insurance codification code defeated 
by last legislature be used as a nucleus 
around which a new measure should be 
drafted, improved by the experience of the 
next two years, and presented to the next 
legislature, 

3—Policy of protecting state against un- 
authorized insurance be continued. 

4—Collection of back insurance taxes by 
litigation in the courts, if necesary. 


THREE COMPANIES ENTER 

Companies recently admitted to do bus- 
iness in Michigan under licenses issued 
by Insurance Commissioner Hands in- 
clude the following: the Equity Fire of 
Kansas City, Mo., to do a fire business on 
a stock company basis; the Abington 
Mutual Fire of Abington, Mass., to do a 
fire re-insurance; the Grain Dealers’ Mu- 
tual Fire of Boston, Mass., to do a fire 
business on the mutual plan. 





The Guaranty Fire of Providence has 
applied for admission to New York to 
transact fire insurance business. 
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Cash in Banks and Office 1,889,579.56 |= Commissions and Other 
Premiums in Course of ee ne 6,650,000.00 

ee ee en 8,648,820.24 Reserve for Taxes and 
Interest Accrued ...... 348,534.10 Depreciation ......... 3,805,000.00 
Reinsurance Recover- 

able on Paid Losses. . 62,312.21 
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Undisclosed Facts 
of Realty Mortgage 


SHOULD COMPANIES HAVE DATA? 


Question Arises in Case of Tornado and 
Earthquake Policies; Letter from 
General Adjuster 





An agent recently asked an insurance 
company this question: “I understand the 
reason for disclosing to a fire company 
the fact that property is mortgaged, but 
will you tell me if it is necessary to dis- 
close this information in the case of tor- 
nado and earthquake policies?” 

The general adjuster of the company 
wrote as follows in reply: 

While you do not state whether your 
inquiry has reference to real or personal 
property, we assume that it refers to real 
property. 

The Fire Policy provides, as you know: 

This entire policy, unless otherwise provided 
by agreement endorsed hereon or added hereto, 
shall be void if the subject of insurance be per 
sonal property and it be or become encumbered 
by a chattel mortgage. 

The tornado and earthquake policies 
do not make the same reference to en- 
cumbrance as to personal property, simply 
providing : 

“This entire policy shall be void if the 
assured has concealed or misrepresented 
any material fact or circumstance concern- 
ing this insurance or the subject thereof,” 
making it plain that under the fire policy, 
according to its literal wording, undis- 
closed encumbrance of personal property 
would invalidate it, and leaving the ques- 
tion open under the tornado and earth- 
quake policies as to whether undisclosed 
encumbrance of personal property is con- 
cealment or misrepresentation of any ma- 
terial fact, cte., which would be a question 
of fact for determination by a jury. Not- 
withstanding what we have said as to the 
literal wording as to encumbrance of per- 
sonal property by chattel mortgage, the 
Tennessee Courts do not seem to accept 
the literal wording of the policies as con- 
trolling, as we will hereinafter point out. 

Ownership Interest 

The fire and earthquake policies pro- 
vide, in effect, that the entire policy, un- 
less otherwise provided by agreement en- 
dorsed thereon or added thereto, shall be 
void if the interest of the assured be other 
than unconditional and sole ownership. 
Some of the tornado policies provide like- 
wise, and others simply that the company 
shall not be liable beyond the sum or sums 
insured, nor the ownership interest of the 
assured in the property—possibly suggest- 


ing that notwithstanding the assured's in- 


terest may not be that of unconditional 
and sole ownership, the company would 
still be liable for whatever the assured’s 
ownership interest in the property might 
be found to be. 

The question arises, therefore, of 
whether an undisclosed real estate mort- 
gage affects the assured’s unconditional 
and sole ownership—the Courts of most 
of the states holding that it does not up 
to the point of foreclosure, and especially 
so if the encumbrance exists at the incep- 
tion of the insurance. Some hold, how- 
ever, that if the property is encumbered 
subsequent to the inception of the insur- 
ance, it affects the assured’s unconditional 
and sole ownership. North Carolina, for 
example, held in the case of Watson & 
Ivey vs. North Carolina Home Insurance 
Company, that a mortgage on property 
made subsequent to the date of issuance 
of the policy is such a change of interest 
or title in the property as will release the 
insurer from all liability for damages 
thereafter incurred, and in states so hold- 
ing, we do not see why the same rule 
should not be applicable to earthquake in- 
surance, as well as tornado policies that 
make the same reference to assured’s un- 
conditional and sole ownership as the fire 


Policies do. 
Entitled to Protection 


There is no reason why mortgages or 
trustees should not have as much protec- 


tion under one policy as another, as the 
real purpose is to afford them security. 
lf loss is sustained under a fire policy, the 
mortgagee’s security is reduced to the ex- 
tent of the amount of loss or damage and 
the insurance steps in and makes good that 
deficit, and if the policy makes loss, if any, 
payable to the mortgagee, his interest is 
protected, The situation is the same under 
earthquake and tornado policies if they 
contain mortgage clauses. In some cases 
where mortgagees or trustees regard their 
security in the land as sufficient protection, 
they do not care about having a policy 
make loss, if any, payable to them, but, 
as a general rule, they like to have, in 
addition to the mortgage, the protection 
of having all insurance of whatsoever 
nature make loss, if any, payable to them 
as their interest may appear. While in 
most states it would probably not affect 
the validity of the insurance on real prop- 
erty whether the policies disclosed mort- 
gages or not, it would certainly make them 
controversy-proof if, notwithstanding they 
did not contain mortgage clauses, they 
were endorsed with the simple statement 
to the effect that the property is encum- 
bered by mortgage. 

Recognizing that you would be more 
particularly interested in how Tennessee 
has held in respect to encumbrance on both 
real and personal property, we will touch 
briefly on some decisions of that State. 
In the case of: 

Delahay vs. Memphis Insurance Company, 27 
Tenn. 684, also known as Humphreys 684, 
it was held that the existence of a mort- 
gage on real property need not be disclosed 
in obtaining fire insurance. This decision 
is one rendered in 1848. It discloses noth- 
ing about the form or wording of the 
policy to which it relates. In that case 
it appears that the insured property was 
covered by a mortgage at the time when 
the insurance was taken out, of which no 
disclosure was made. After the fire the 
insurance company claimed that failure to 
disclose the mortgage was fatal to the in- 
surance. The only thing that the court 





decided was that such non-disclosure did 
not affect the insurance. The decision 
might, of course, have been different if the 
policy were different than the present 
forms, but not knowing its wording, we 
cannot estimate the full significance of 
the decision, 
Quotes Decision 

The case of: 

Hughes vs. Millers Mutual Fire Insurance 
Company (1922) 147 Tenn. 164, 
seems to say that the Tennessee Courts are 
in accord with the general rule that a real 
estate mortgage is a mere lien and is not 
material to a fire insurance policy insuring 
the owner. In this case the assured made 
a written application for the insurance, 
stating that she owned the property in 
fee simple. She failed to answer the ques- 
tion as to the existence of encumbrances, 
The application was referred to in the 
policy and was made a warranty. After 
the fire it developed that there was a trust 
deed or mortgage to secure the sum of 
$1,500. It was held that the plaintiff was 
in truth owner in fee simple even though 
there was a mortgage—the Court stating 
at pages 168 and 171: 

We are of opinion, moreover, that the state- 
ment in the application by complainant that she 
had title in fee simple to this property was not 
a false statement, although the property was 
mortgaged. She did own the entire title to the 
property subject to the mortgage. That is to 
say, she owned the entire equitable title. The 
deed, under which she held, coveyed the whole 
estate to her, not a part of the property, not a 
life estate, not a fee determinable. A fee simple 
may be either legal or equitable. It is the 
largest estate in land that the law recognizes. It 
may be incumbered, yet still be a fee simple.” 

The existence of a mortgage or other lien upon 
property has been quite uniformly held not to 
amount prior to toreclosure, to a breach of a 
condition in a policy that the insured’s interest 
shall be entire, sole and unconditional ownership, 
or that the title shall be absolute or in fee simple, 
although a contrary rule is asserted in some 


” 
cases. 


The question of misrepresentation or 
non-disclosure of the mortgage in the 
written application seems to be gotten rid 
of by reference to the Tennessee Statute 
which provides that no misrepresentation 
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or warranty shall avoid the policy unless 
made with intent to deceive or unless the 
matter represented increased the risk of 
loss. 

In the case of: 

Light & Company vs. Insurance Company 

(1900) 105 Tenn, 480, 
a chattel mortgage was involved. The 
policy expressly provided that it should be 
rendered void if any of the property be 
or become encumbered by a chattel mort- 
gage. In spite of that fact the Court held 
that it was not necessary for thé insurance 
to disclose the mortgage; that it did not 
increase the risk of the loss and that the 
non-disclosure would not be fatal unless 
made with intent to deceive. Accordingly, 
they allowed a recovery even though the 
property was admittedly covered by a 
chattel mortgage and even though the 
policy expressly provided that it should, 
be void under such circumstances. 

From the foregoing cases we think it 
will be safe to say that Tennessee will 
hold that mortgages on real estate anyway 
will not have to be disclosed to the insur- 
ance company and that.their existence will 
not affect the insurance running to the 
owner of the property. 





HENRY EVANS STORY 


An interesting two-column story on 
Henry Evans, written largely from an 
estimate of him as a financier and business 
leader, appeared in the current number of 
“The Southern Underwriter.” One para- 
graph read as follows: “He did not con- 
fine his investments to corporation stock. 
He went in for real estate and made 
money at it as he did with everything else 
that he touched. To a friend walking 
down with him one morning from his 
apartment at 8lst and Fifth Avenue, he 
pointed out various buildings which he 
owned. His shrewd judgment was just as 
good in this field as in insurance or 
finance. He did not hesitate to buy any 
piece of property which he thought would 
turn out well and would borrow the money 
to buy it if necessary and turn it over at 
a profit, usually within a few months. 





CITY OF CHICAGO TO SUE 

Suits to obtain 2 per cent’of the gross 
receipts of some 200 foreign fire insur- 
ance companies as a tax due the city under 
the terms of a recent Supreme court deci- 
sion will be started soon, Acting Corpora- 
tion Counsel Leon Hornstein said in Chi- 
cago. The amount involved is approxi- 
mately $200,000. The suits at first will 
cover only the years 1923 and 1924. The 
insurance companies claim the payment is 
due only on policies originating in the city, 
but the corporation counsel’s office holds 
that the 2 per cent tax applies to all col- 
lections made by the Chicago offices of the 
companies. 





BECOMES VICE-PRESIDENT 


Robert Swanson has been elected a vice- 
president of the Kenny Agency, Inc. Mr. 
Swanson has been connected with the 
agency since its inception and has been in 
charge of the burglary and plate glass de- 
partments. 





John H. Eddy, chairman of the brokers 
committee of the Boston Board of Fire 
Underwriters, has been appointed to en- 
deavor to procure the signature of some 
fourteen companies which have not yet 
signed the brokerage and agency rules 
of the board. 
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Program Arranged For 
Fire Marshals’ Meet 


FIVE DAYS AT SAN ANTONIO 





“Ma” Ferguson “ Deliver Address of 
Welcome with Response by Hon. C. E. 
Johnson of Alabama 


The program of the twentieth annual 
convention of the Fire Marshals’ Asso- 
ciation of North America, which is to be 
held in San Antonio, Texas, from Sep- 
tember 14 to 19, at the Gunter Hotel, in 
conjunction with the annual meeting of 
the Insurance Commissioners, is as fol; 
lows: 


Monday, September 14th, 10:00 A. M. 
Address of Welcome—Mrs. Miriam A. 


Ferguson, Governor of Texas. 

Response—Chester E. Johnson, Fire 
Marshal, Alabama. 

President’s Address—Stacey W. Wade, 
President, the Fire Marshals’ Association 
of North America and Insurance Com- 
missioner of North Carolina. 

Report of Secretary-Treasurer—Sher- 
wood Brockwell (Acting) Engineer, Fire 
Marshal’s Department of North Carolina, 

Discussion. 

Reports of standing committees. 

Appointment of committees. 


Monday, 2:00 P. M. 

Address —Joseph Leopold, Manager 
of the Southern Central Division of the 
Chamber of Commerce of the United 
States. 

Subject—“The Fire Prevention Activ- 
ities of the Chamber of Commerce of 
the United States and its Relation to the 
Fire Waste of Our Country.” 

Discussion. 

Address—H. L. Miner, manager, Fire 
Protection Division of the DuPont Cor- 
poration, Wilmington, Delaware. 

Subject—‘Ideas Pertaining to the Fur- 
therance of the Fire Prevention Activ- 
ities in America from a Manufacturer’s 
Viewpoint.” 


Monday, 4:30 P. M. 


Entertainment—Automobile ride start- 
ing from St. Anthony Hotel. 


Monday, 7:30 P. M. 
Blue Goose Session—St. 


Hotel. 


Tuesday, September 15th, 10:00 A. M. 

Address—W. Stanley Smith, Fire Mar- 
shal and Wisconsin Insurance Com- 
missioner, 

Subject—“Constructive Work of the 
Fire Marshal.” 

Discussion. 

Address—Robert E. Currier, Florida’s 
State Agent of the Aetna Fire. 

Subject—‘The Fire Department as a 
Social Factor in the Community Build- 
ing and How it Relates to Fire Protec- 
tion and Our National Fire Waste.” 

Address—Geo. F. Lewis, President of 
Association of Canadian Fire Marshals. 

Subject—‘Fire Prevention—An Eco- 
nomic Problem of International Import- 
ance. 


Anthony 


Tuesday, 6 P. M. 

Entertainment—San Pedro Park— 
Mexican Dinner, Barbecue and Swim- 
ming in San Pedro Pool. 

Tuesday, 9:30 P. M. 

Leave for Rio Grande Valley, Browns- 

ville, Texas, and Matamoras, Mexico. 
Wednesday, September 16th 

To be spent in Rio Grande Valley, vis- 
iting Harlingen, La Foria, Mercedes, 
Wealaco, Donna, San Juan, McAllen and 
Mission, being the citrus and _ tropical 
fruit belt of Texas. 

Thursday, September 17th, 10:30 A. M. 

Report of Committees. 

Address—Clyde W. Coffman, Fire 


Marshal, Topeka, Kansas. 
Subject—“The Administration of the 

Model Film Law as Proposed by the 

Nation Film Protection Association.” 
Discussion. 


Address—Will Moore, Fire Marshal 
and Insurance Commissioner, Oregon. 

Subject—“Can Our Country Econom- 
ically Progress in the Face of Our In- 
creasing Fire Waste?” 

Address—F’. R. Morgaridge, Assistant 
to the General Manager of the National 
Joard of Fire Underwriters, New York 
City. . 

Subject—“Arson Laws of America and 
How They May Be Improved.” 


Thursday, 4:30 P. M. 
Automobile ride, Army Post, leaving 
from St. Anthony Hotel. 
Thursday, 8 P. M. 
Garden party and ball at San Antonio 
Country Club. (Formal dress). 
Friday, 10:00 A. M. 


Round table discussion conducted by 
Ralph E. Richman, editor of “Fire Pro- 
tection.” 


Adjournment. 
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Insurance in the Federated Malay States 











Business conditions have, during the 
last two years or three years, slumped 
considerably in the Federated Malay 
States, but at the time of the great 
boom in rubber and tin several years 
ago, many insurance companies turned 
their eyes and energies in the direction 
of Singapore and opened offices there. 
Practically every office, that is every 
company, doing business in the Feder- 
ated Malay States has its controlling 
office in Singapore which is the largest 
town in that part of the World and 
some companies even control the Dutch 
East Indies from the same office as well. 
To do business in singapore, which is 
3ritish Crown Colony, it is necessary 
to obtain a Government license and 
make a deposit with the Government 
of Straits dollars, one hundred thousand. 

A Straits dollar is roughly $.50 in gold. 
This deposit may be made either in cash 
or approved securities. Those companies 
who have already made a deposit in 
England with the Imperial Government 
are not required to make any further de- 
posit in Singapore. 

Fire business in the Peninsular is main- 
ly in the hands of British companies, but 
there are also some French, Dutch and 
American companies working there but 
all these companies are members of the 
local tariff association. Outside the tar- 
iff association are a number of Chinese 
native companies working on non-tariff 
lines. These companies, generally speak- 
ing, have very little conception of under- 
writing and simply buy their business by 
giving enormous rebates on tariff rates, 
a rebate of 60 per cent being quite a 
usual figure. 


Tariff Companies Pull Together 


Generally speaking, all the tariff com- 
panies pull pretty well together there, 
and the business is clean and well con- 
ducted. 

To give an idea of the developments 
of the local insurance market would be 
to say that in 1914 there were about 
forty-two companies operating in Singa- 
pore whilst last year there were con- 
siderably over fifty. Most of them are 
having a pretty hard time just now to 
justify their existence there as there has 
been a very considerable reduction in 
values during the past two or three years 
and a general stagnation of trade. 

By far the greatest percentage of the 
business is written in Singapore itself, 
although most firms have agents up- 
country at such places as Kuala-Lum- 
pur, Ipoh, Penang, etc. Some of the 
companies have established branch of- 
fices under salaried officials in Singapore, 
whilst others are content to work through 
a general agency. 

Singapore is essentially a port of tran- 
sit, and there are relatively few manu- 
lactures carried on there. It is, however, 
quite a good modern city and Singapore 
fire business has proved quite profitable 
lor some years past, in contrast to up- 
country business which is a very doubt- 
ful quantity. In Singapore there are a 
good many rolling and drying mills for 
tubber, but these only prepare and pack 
the rubber into convenient sizes for ship- 
ment and cannot be called manufactures. 
rhere are also one or two oil mills but 
the biggest industrial concern is the 
largest tin smelting works at the south- 
ern end of the town. 

The town possesses a fine range of 
docks and wharves and these are con- 
tinually being improved. They are under 
Municipal control and are well managed 
and equipped and present no special ha- 
zardous features, and are quite accept- 
able risks. 

At Singapore 


One of the most interesting things 
about Singapore is its population and it 


should be noted that the most numerous 
race there is not Malay, but Chinese, in 
fact in Singapore and Penang, the two 
chief ports they constitute over 70 per 
cent of the population, and they exercise 
an enormous amount of influence com- 
mercially. Many of them were born 
there and are therefore British subjects, 
and their commercial reputation general- 
ly stands high. In view of the forego- 
ing, it is quite natural to find that Singa- 
pore in many ways, resembles a Chinese 
City, presenting many features common 
to such places as Shanghai or the native 
part of Hong Kong, with the exception, 
and this is an important exception, that 
the streets generally, are much broader 
than either of those two places and the 
buildings lower. It is rare that one sees 
a building, not being industrial, over two 
stories in height. The conglomerate 
population makes it difficult to pronounce 
upon the moral hazard but broadly 
speaking, it may be considered fairly 
good. 

Singapore has never known any very 
serious fires, and it has a fairly good 
system of fire protection which has good 
equipment, but the water supply and 
pressure sometime causes a little anxiety. 
Up country, however, the fire fighting 
appliances are much more primitive and 
the water supplies even more doubtful. 

There are two local companies with 
head offices in Singapore, one which I 
believe, has operated with success for 
a number of years past, under a Chinese 
board of directors with a European man- 
ager. 


OPENS PHILADELPHIA OFFICE 
Travelers Fire Has Headquarters Next 
to Indemnity Co.; Wayne E. Ayres 
a Special Agent 


Monday witnessed the opening of the 
new Philadelphia branch office of the 
Travelers Fire in the old home office 
building of the People’s National, ad- 
joining the local branch of the Travelers 
Indemnity. J. P. Frazier, the new Phila- 
delphia manager of the Travelers Fire, 
who was formerly with the Insurance 
Company of the State of Pennsylvania, 
announces the appointment as special 
agent for Philadelphia, suburban Phila- 
delphia and Camden County, N. J., of 
Wayne E. Ayres, at present Philadelphia 
manager of the Potomac Fire. 

Harry G. Rulon, who resigned recent- 
ly as assistant counterman of the Frank- 
lin Fire, will be counterman. William 
McLaughlin, formerly with the Auto- 
mobile department of the Insurance 
Company of the State of Pennsylvania, 
will be assistant counterman. 


ELECT FERTIG 

Charles T. Fertig, fire rate advisor of 
the Colorado insurance department, and 
insurance writer of Colorado Springs, 
was elected president of the Colorado 
State Civil Service Employes Associa- 
tion at its first open meeting, August 7. 
Mr. Fertig fills the vacancy caused by 
the resignation of Edward Foster. The 
aims and objects of the association is to 
perpetuate civil service examinations and 
the civil service commission. Outside 
organizations sought to exterminate the 
civil service commission. 


Adjustment of Riot 
Losses in Honduras 


DESCRIBED BY E. C. COOPER, TEX. 


Looked For a Time as if There Would 
Be Years of Litigation for Fire 
Insurance Companies 





E. C. Cooper, manager of the South- 
west Adjustment Company, in a state- 
ment discussing efficiency of independent 
adjustment bureaus, makes some inter- 
esting observations in reference to ad- 
justments in the West Indies and Cen- 
tral America. One 
graph follows: 


interesting para- 


“Insurance companies were, perhaps, 
never confronted with a more difficult 
situation from a loss standpoint than 
that resulting from the promiscuous 
burning of properties throughout the Re- 
public of Spanish Honduras in the revo- 
lution last 
there was 


year, on which properties 
involved approximately one 
million dollars fire insurance and almost 
in equal amount of riot and civil com- 


motion insurance. Property owners hav- 


ing only riot and civil commotion in- 
surance asserted their claims under that 
class of contracts and those having only 
fire insurance asserted claims under the 
fire contracts. The situation looked like 
one that would mean years of litigation 
as there could be no liability under both 
classes of coverage and conflicting in- 
terests made it appear unavoidable that 
companies would be confronted with both 
classes of claims to the extent of ap- 
proximately a million dollars. The work 
of handling this complicated situation 
was placed in the hands of the South- 
western Adjustment Company and Gen- 
eral Manager Cooper of Dallas. Mr. 
Holmes of the New Orleans office, and 
Mr. Fuller of the Oklahoma City office 
spent several months in Honduras con- 
ducting sworn examinations and investi- 
gations, the final result being that the 
combination to make claimes under the 
policies. were broken and the surrender 
of approximately one million dollars in- 
surance under fire policies secured for 
the pro rata unearned premium and the 
riot and civil commotion losses adjusted 
on their merits, the adjustments aggre- 


gating approximately eight hundred 
thousand dollars. The work was not 
only satisfactory, but was pronounced 


of an unusually high order by the com- 
panies involved.” 
Mr. Cooper’s statement 


was printed 
in “Texas Insurance.” 


MADE OFFICER OF FIREMEN’S 

Herman Ambos, vice-president of the 
Concordia Fire of Milwaukee, has re- 
signed that position to become assistant 
secretary of the Firemen’s group of com- 
panies. It will be recalled that the Fire- 
men’s purchased control of the Con- 
cordia recently. 


TO WRITE MULTIPLE LINES 
A number of 
understood to 
Texas 


Texas companies are 
have indicated to the 
Insurance Department their in- 
tention to take advantage of the court’s 
decision in the Commercial Standard 
case and amend their charters so as to 
write all lines of coverage except life, 
health and accident. 
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Ds ee eG n—— — PROTEST FARM RULING 
Loss Ratio of 77 Jo nen tie eae 
On Ohio Farm Risks Integrity Service Virginia Agents’ Committee Says 


EXPENSE RATIO OF 45 PER CENT 
Supt. Conn Quotes Figures in Reply to 
Charge That Stock Company 
Rates Are Too High 

Insurance Superintendent Harry L. 
Conn, of Ohio, second 
letter to Governor Donahey of Ohio, with 
the increase of insurance 
rates on farm property in that state. 
An Ohio Congressman had _ previously 
claimed that the new farm rates are too 
high and asked that the insurance de- 
partment intervene. Judge Conn right- 
fully took the position that under ex- 
isting laws the department has nothing 
to do with the making or settling of 
rates but may intervene only in cases of 
discrimination. In reply the Congress- 
man wrote a sceond letter, in answer to 


has written a 


reference to 


which Commissioner Conn sent the 
following: 
“Dear Governor: 


“Acknowledging receipt of a second 
letter from Charles Brand of Urbana to 
you, renewing the subject of insurance 
rates on farm property, since this latest 
letter from him contains opinions and 
conclusions rather than statements of 
fact, a brief answer only will be needed. 

“My former letter was sufficient to ad- 
vise him fully. It stated, among other 
things, that no department or agency of 
the State of Ohio had any authority to 
establish, make or fix rates on insur- 
ance, except in cases of discrimination. 
I reiterate that statement, notwithstand- 
ing Mr. Brand cites certain statutes re- 
lating to agreements between insurance 
companies. The sections are not rele- 
vant for there never has been filed in 
this department a single agreement of 
any sort between insurance companies 
as to rates nor has there been any agree- 
ment of any sort between insurance 
companies as to rates nor has there been 
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any agreement filed with the Ohio in- 
spection Bureau. 

“With reference to the contention that 
stock company insurance rates on farm 
property are too high, the mutual com- 
panies write farm property on a lower 
basis than the stcok company rates and 
the farm associations (or farm mutuals 
as sometimes they are called), write on a 
still lower ‘basis. These carriers can 
write at a lower rate because their pol- 
icyholders pay a cash premium and, in 
addition to such cash premium, an addi- 
tional sum either on the assessment or 
contingent liability plan, if called for. 
The question is thus presented to every 
policyholder whether he will buy in- 
surance in a stock company where there 
is no contingent liability, or whether he 
will buy in a mutual or farm mutual, 
where, as stated, he is obligated for and 
may be assessed additional sums. 

“The Ohio Farmers, the Home and 
Aetna insurance companies wrote more 
than seventy per cent of all the farm 
business written in this state on the 
stock plan during the years 1920 to 1924, 
inclusive. The figure of these three 
companies show a loss ratio of 77.4 per 
cent and an expense ratio of 45 per cent, 
making a total of 122.4 per cent on farm 
business: that is to say, for every dollar 
collected by these companies on farm 
business, the companies paid out in 
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losses and expense more than $1.22. 

“The undersigned in no wise has ap- 
proved or disapproved the new rates, 
having no jurisdiction under the law so 
to do, but, the above figures having been 
submitted by the companies, I embrace 
them in this letter, for the companies are 
entitled to have their justification of an 
increase of rates understood by the 
people. 

“With reference to your correspond- 
ent‘s observation that a failure on your 
part to take definite action will warrant 
criticism, no fair-minded person, under- 
standing the record, will criticise; at- 
tacks of others will be dissipated by 
merely a recital of the facts.” 


AWAITS OUTCOME IN N. Y. 

Because of similarity of the insurance 
laws of New York and Virginia, Commis- 
sioner Button of Virginia recently decided 
to await the outcome of court action in 
New York in the Chrysler-Palmetto com- 
bination insurance plan before undertaking 
any action against the Palmetto Fire in his 
state. He had previously held in an in- 
formal opinion that the announced plan 
of the Chrysler Automobile Company to 
place fire and theft coverage on its cars 
through a master policy issued by the 
Palmetto was violative of several sections 
of the Virginia insurance laws. 


Necessity of Signing Applications 
Is Losing Assureds 
The committee of the Vir- 
ginia Association of Insurance Agents has 


executive 


received numerous protests from members 
of the association against the ruling of 
the executive committee of the S. E. U. A, 
requiring signed farm 
As a consequence, the commit- 
tee adopted a resolution at a meeting in 


applications on 
property. 


Richmond last week referring the subject 
to the conference committee with instruc- 
tions to investigate the entire subject vig- 
orously and report its recommendations to 
the executive committee. 

In discussion of the subject opinion was 
expressed that the requirement placed un- 
necessary obstacles in the way of writing 
this class of business and tended to make 
the owner of such property hesitate to 
take out insurance, owing to the red tape 
involved. It was regarded as_ especially 
burdensome because the ruling was applic- 
able to renewals as well as to the writing 
of the original policy. 

Another resolution setting forth that the 
association was unalterably opposed to the 
Palmetto-Chrysler plan of writing auto- 
mobile insurance was adopted. 

The executive committee met in confer- 
ence with chairmen of other standing com- 
mittees. It was decided to hold several 
regional meetings in the state during the 
year. The first will be held in the south- 
western section with E. W. Kelley of 
3ristol as chairman. This is the first time 
that the association has undertaken to try 
out the regional meeting idea. 

The following committees were an- 
nounced by their chairmen: Executive— 
John FE. Overbey, Danville, chairman; T. 
Garnett Tabb, Richmond; H. A. Nichols, 
Norfolk. Conference—Louis T. Dobie, 
Norfolk, chairman. Legislative—Colonel 
Ek. E. Goodwyn, Emporia, chairman. 





“STRONG AS THE STRONGEST”’ 


THE NORTHERN 
ASSURANCE COMPANY 


LIMITED OF LONDON 


Assets, $8,960,540.39 


A company whose honorable dealings and sound financial strength 
recommend it to discerning agents and discriminating insurers. 


Liabilities, $6,389,962.96 


Surplus in U. S., $2,570,577.43 


EXECUTIVE OFFICE AND 


LOCAL DEPARTMENT 
55 John Street, New York 


J. V. LANE, Ass’t Mar. 


AGENCY DEPARTMENTS 
Northern Assurance Building, 
135 William Street, New York 


C. W. COOPER, Ass’t Mar. 
WM. H. McGEE & CO., Inc., Marine Underwriters, U. S. A., 15 William Street, New York 


ENTERED U. S. 1854 


J. D. ERSKINE, Gen’l Agent. 






































eee 




















Says 
ns 


Vir- 
its has 
mbers 
ng of 
Ae 
farm 
mmit- 
ng in 
ubject 
struc- 
t vig- 
ns to 


l was 
1 un- 
riting 
make 
ie © 
tape 
cially 
yplic- 
‘iting 


t the 
» the 
1uto- 


ifer- 
(oOm- 
yeral 

the 
uth- 
of 
time 

try 


an- 
ve— 
10ls, 
bie, 
nel 


























August 21, 1925 








Page 23 





Hazards of Truck 
Transportation Many 


POLICY PROVISIONS BROAD 





Home Discusses Branch of Transporta- 
tion Insurance for Benefit of 
Company Field Force 





One kind of transportation insurance 
now available is that covering many haz- 
ards involved in truck transportation, 
says the Home in its agency publication 
which points out the provisions of such 
policies and the need of such insurance 
as follows: 

It covers loss and/or damage caused 
only, by fire and/or flood (meaning nav- 
igable waters only) and/or upset and/or 
collision, (striking any portion of the 
roadbed, or by striking the rails or ties 
of street, steam or electric railroads shall 
not be deemed to be a collision); also 
for loss occasioned by the collapse of 
any bridge or bridges. Warranted the 
tonnage carried on the vehicle or vehicles 
is not in excess of the stipulated and 
carrying tonnage of such bridge _or 
bridges. To cover also whilst being 
transported on or in such trucks on any 
regular ferry line, against the risks of 
fire, sinking, stranding, or collision with 
another ship or vessel; and to pay pro- 
portion of general average or salvage 
charges for which said goods and/or 
merchandise may be legally liable. 

“Sometimes the brakes give out at the 
top of a steep hill, The heavy truck, 
with nothing to check its mad course, 
careens down the decline, gathering in- 
creased momentum with every yard. 
Upon reaching the bottom (if it has not 
already turned over on the way down), 
it is traveling with such terrific speed 
that the damage to both truck and load 
as it collides with some other vehicle or 
stationary object is likely to be severe. 
Reckless driving is another source of 
danger from collision. 

Fire and Explosion Hazard 


“In addition to the possibility of dam- 
age to merchandise en route by collision, 
there is the ever-present fire and explo- 
sion hazard connected with all gasoline- 
propelled vehicles. When crossing on 
ferries or steamers, trucks are of course 
subject to the common perils connected 
with inland waters. 

“Not only manufacturers but whole- 
salers, retailers and forwarders may em- 
ploy motor trucks to distribute their 
products. The shipper is the one who 
is most directly concerned with the safe 
arrival of the merchandise. Even when 
a trucking concern is employed, the ship- 
per’s responsibility for the safe arrival 
of the goods does not cease. The truck- 
ing company frequently carries only a 
nominal amount of indemnity which 
means that the shipper must take out 
additional insurance to fully protect the 
goods in transit. 

“Express shipments must also be ade- 
quately protected. Express companies 
of course assume responsibility for the 
goods in their care but their liability is 
strictly limited. Before indemnity for 
damaged shipments can be recovered 
from express companies, it is necessary 
to wade through considerable red tape 
involving annoying complications and 
vexatious delays. The rates for insuring 
express shipments in private companies 
are generally less than those required by 
the express companies themselves. In 
addition to .this, private companies pay 
losses more promptly and usually to the 
greater satisfaction of the assured. 

“When the shipper declares the value 
of a shipment to the express company, 
the insurance concern can afford to quote 
lower rates than if no such declaration 
had been made. In every case the in- 
surance company retains its right of sub- 
rogation on money received by the in- 
sured from the express company for 
losses incurred. If no value is declared 
the express company’s liability is limited 


. to $50 on any one package or 50 cents 


Per pound if in excess of 100 pounds. 
“There are endless possibilities in 


transportation insurance. So far, local 
agents have only secured a very small 
proportion of this profitable line. The 
annual volume of shipments made by a 
company often exceeds the total value of 
property and equipment owned by the 
concern. This means greater insurable 
values and worth-while commissions.” 





Boston Fire Premiums for 
First Six Months Increase 


For the first six months of 1925, fire 
companies writing in Boston, Mass., 
showed aggregate premiums of $4,772,978, 
or about 3 per cent more than for the cor- 
responding period a year ago, according 
to figures filed with the Boston Protective 
Department. Companies showing the 
largest returns included the Hartford, 
$106,597; Royal, $102,657; Globe & Rut- 
gers, $101,924; Home, $100,084; Aetna, 
$96,855; Home Und., $96,770; National, 
$85,399; North America, $82,452; Liver- 
pool & London & Globe, $78,584; and the 
Boston, $72,785. 





MAINE AGENTS TO MEET 


The annual meeting of the Maine Asso- 
ciation of Insurance Agents will be held 
at Bar Harbor on Saturday, September 
5, at the Lorraine Hotel. 





E.L.SULLIVAN WITH NEWSPAPER Eg. S. & B. D. IN NEW OFFICES 





Business Manager of “The Insurance 
Field”; Three Vice-Presidents Named; 
Allison Jr., Associate Editor 


Edwin L. Sullivan has resigned as ad- 
vertising manager of the Home Insur- 
ance Company, his work there hav- 


ing included editing “News From 
Home,” and will join the home office 
staff in Louisville of “The Insurance 
Field,” of which he has been made vice- 
president and business manager. He 
has imagination, personality and vigor 
and the Louisville paper is to be con- 
gratulated upon his acquisition. 

Other changes made by the paper are 
announced as follows: 


Charles Dobbs, for twenty years managing 
editor, become vice-president and editorial man- 
ager. 

R. W. Conde, with the organization for eleven 
years and latterly secretary, becomes vice-presi- 
dent and secretary in charge of general adminis- 
trative affairs. 

Edwin L. Sullivan, the new home office staff 
member, will be vice-president and business man- 
ager, 

The recognition of Major Dobbs’ long service 
by promotion to an advanced position permits us 
also to recognize the particularly excellent work 
of Alwin H. Seekamp, also for many years news 
editor, who is promoted to be managing editor. 

Young E. Allison, Jr., some time ago trans- 
ferred from the important New York post to 
Louisville will be associate editor, 





British Company at Corner of Royal Ex- 
change and Facing Threadneedle 
Street, London 

LONDON.—The new central offices 
of the Eagle Star & British Dominions 
Insurance Co. in London, built on a site 
at the corner of the Royal Exchange 
which houses Lloyd’s facing Thread- 
neadle Street, have just been opened. 

To mark the occasion a luncheon was 
given at the old offices by Sir Edward 
M. Mountain (managing director), who 
presided, in proposing the toast of “The 
Press,” stated that the company had 
started new ideas in the insurance world 
which they hoped would be for the bene- 
fit of the public. 

Sir Harold Elverston, editor of “The 
Policy Holder,” replied, and he was fol- 
lowed by Sir William Schooling, probably 
Britain’s most eminent insurance expert 
and insurance correspondent of the Lon- 
don “Daily Telegraph,” who, in moving 
a resolution wishing prosperity to the 
company, remarked that its advertising 
campaigns had been significantly effec- 
tive. 





NEW YORK 





The CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE ,NEW YORK,NY. 


ERNEST STURM, Chairman of the Board 
PAUL L. HAID, President 
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Says Palmetto Plan 
Violates Agency Laws 
OPINION GIVEN IN ALABAMA 


Attorney General Also Says Chrysler 
Dealers Are Not Insurance Agents; 


Need No Licenses 


In notifying the Palmetto Fire that 
its Alabama license will be revoked on 
August 24 if it is proved that the company 
has insured any car under its deal with 
the Chrysler Corporatioin, Frank N. 
Julian, Alabama Insurance Commission- 
er, quotes from a lengthy opinion pre- 
pared by the attorney general's depart- 
ment to show that this insurance ar- 
rangement is not wholly a Michigan 
contract but a contract effective at the 
place of sale of each Chrysler car. 

This question of the locale of the 
contract is the keynote of the controv- 
Both the Palmetto Fire and the 
Chrysler organization claim that as the 
master contract was signed in Michigan 
each certificate issued under it is in no 
way a violation of any of the various 
state insurance laws. Michigan, as 1S 
already known, has approved the con- 
tract. 

On the other hand, most other states 
are contending that the Palmetto-Chrys- 
ler arrangement is a violation of state 
laws insofar as the insurance is not 
placed through regular insurance agents 


ersy. 


and is not reported for taxation. In 
some states where the Palmetto is not 
admitted the contention is that the 


company is acting as an unlicensed in- 
surer, The Alabama opinion, written 
by Assistant Attorney General J. Fred. 
Johnson, Jr., is interesting in that it 
ably presents arguments tending to show 
that the fire and theft insurance sold 
with each Chrysler car violates resident 
agency laws. 

Granting that the master policy and 
the certificates issued by the Palmetto 


are originally Michigan contracts, the 
insurance does not attach until a car 
is actually sold in Alabama. 


The Resident Agency Law 

He continues: 

“The Palmetto Company, when it un- 
dertakes 10 eftect such insurance on cars 
sold in this state, violates the conditions 
upon which it was granted authority 
to do business in this state, forfeits its 
right to do business here, and the super- 
intendent of insurance may and should 
revoke its certificate of authority to 
engage in the insurance business in 
\labama. 


“The only remaining question,” he con- 


cludes, “is as to whether or not the 
Chrysler dealers are insurance agents 
and must procure licenses as such. They 


have absolutely nothing to do with the 
contract They soheit no insurance; 
have no connection or correspondence 
whatsoever with the Palmetto company, 


did not put the insurance on the car 
and cannot take it off. They do not 
receive or transmit the certificate of 


insurance, nor do they collect or remit 
any premiums, nor did they do any act 
or thing in making or consummating 
of the contract of insurance. 

“In my opinion there is no reason- 
able interpretation of the law whereby 


they may be deemed to be insurance 
agents on the above stated facts, and 
hence they may not be required to 


procure licenses as such.” 
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MONK ON CHRYSLER PLAN 





Holds Auto Deaiere Violate Insurance 
Law, and that Insurance Contract 
Is Made in Massachusetts 


Insurance Commissioner Wesley E. 
Monk of Massachusetts, has written an 
opinion on the Chrysler-Palmetto plan 
in which he concludes that the Palmetto 
is violating the Massachusetts insurance 
law by writing automobile fire and 
theft insurance, which it is not licensed 
to write, and by doing it through un- 
licensed agents. He also gives it as his 
opinion that Chrysler automobile dealers 
are likewise violating the insurance laws 
by being parties to this unauthorized in- 
surance. However, Mr. Monk takes no 
action on his findings, saying he will 
await the outcome of the litigation now 
before the Federal courts to determine 
the legality of the Chrysler insurance 
plan. 

With regard to the contract between 
the Palmetto and the Chrysler Company 
Commissioner Monk says it is not an 
insurance contract completed in 
igan because the automobile’ company is 
not the assured nor does it pay the prem- 
ium. It acts merely as an intermediary. 

The view may be taken, according to 
Mr. Monk, that the contract is an agree- 
ment to insure the retail purchaser. In 
the execution of the contract, the mak- 
ing of the contract cannot be said to 
take place until such a purchaser comes 
into being, and the real party to the in- 
surance contract, the retail purchaser, 
assents and agrees with the Palmetto 
to the terms of the said insurance con- 
tract. Mr. Monk therefore declares that 
the insurance contract is made in Mas- 
sachusetts and not in Michigan. 

Because the insurance law states that 
acting “in any manner” in the nego- 
tiation of a policy in an unlicensed com- 
pany is against the law, Mr. Monk be- 
lieves that the agents selling the cars 
must be considered as transgressors of 
the law. It is not necessary, he says, 
to prove that the agent selling the car 
solicited the purchaser or even men 
tioned the insurance features. 


PHILADELPHIA AGENTS 
Stone, Mathews & Co. have been ap- 
pointed Philadelphia and suburban agents 
for the Philadelphia Fire & Marine. For 
eighteen years the agency represented 
the company’s predecessor, the Phila- 
delphia Underwriters. 





PALMETTO SUSPENDED 
The Mississippi State Insurance Com- 
mission has suspended the license of the 
Palmetto Fire because of its connection 
with the Chrysler plan. Commissioner T. 
M. Henry declared that the practice 
violated the Mississippi statutes. 
Charles S. Conklin, of the Assurance 
Company of America, has been visiting 
the Pacific Coast. 
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ANTHONY MATRE, President 











Colorado, Illinois, Indiana, Iowa, Kansas, Kentucky, 
Louisiana, Maryl 
Minnesota, Missouri, Montana, Nevada, New Hamp- 


shire, New Jersey, New York, North Carolina, Ohio, 
Pennsylvania, 


INSURANCE EXCHANGE 


Assets Over Two Million Dollars. 
Under Same Management THE GREAT WESTERN FIRE 
INSURANCE CO.—A Reinsurance Co.—Capital $400,000. 


NAPOLEON PICARD, Secretary-Treasurer 
LICENSED IN 


and, Massachusetts, Michigan, 


South Carolina, Tennessee, 
West Virginia, Wisconsin 


MARQUETTE 
NATIONAL 


FIRE INSURANCE COMPANY 


CHICAGO 
A good company for good agents. 


Texas, 











Fire Adjusters Form 
Independent Firm 


MEMBERS ALL WELL KNOWN 
J J. Windle, L. S. tenewed R. J. Bur- 
lingame and J. T. Dargan, Jr., 
to Start on Sept. 1 


A new independent fire adjusting firm 
has been organized to begin operations 
in New York City on September Ist, 
and which will be comprised of several 
well known and prominent adjusters. 
The firm name will be Windle, Burlin- 
game & Dargan, Inc. Joseph J. Windle 
has been an independent adjuster and 
has had associated with him L. B. Haz- 
zard, who will continue with the firm. 
Rk. J. Burlingame was formerly with 
the late G. R. Branson and since then 
has had his own office at 110 William 
Street. J. T. Dargan, Jr., for several 
years has been assistant general adjuster 
of the Home. For the time being the 
new firm will have its offices with those 
of Mr. Burlingame and those of Mr. 
Windle at 75 Fulton Street. 

Joseph J. Windle commenced his in- 
surance career in 1888 as State agent 
and adjuster for the Liverpool & Lon- 
don & Globe Insurance Company, hav- 
ing jurisdiction over several of the 
Northwestern States and _ territories, 
previous to which he was engaged in 
railroad contracting and _— lumbering. 
During the fifteen years he remained 
with the Liverpool & London & Globe 
he devoted most of his time to adjust 
ment work. He came to New York in 


1904 where he served as general adjuster 


for the Norwich Union Fire Insurance 
Society until 1910, when he resigned to 
accept the organization and management 
of the Southern Adjustment Bureau, 
with headquarters in Atlanta. 


Worked on Two Continents 


He returned to New York in 1915, 
opening an office as independent adjust- 
er, Where since that time, in association 
with Mr. Hazzard, he has specialized on 
industrial, cotton, oil and similar losses 
in the United States, West Indies, Cen- 


tral and South America. Mr. Windle 
followed the sea for some years, then 
took up engineering and traveled ex- 


tensively before entering the insurance 
business and during his thirty-five years 
of active insurance work has been called 
on to handle losses in nearly all districts 
of both the American continents. 

R. J. Burlingame’s first contact with 
the insurance business was for six years 
in the service of Hall & Henshaw in 
Chicago, which position he resigned to 
take charge of one of the branches of 
the Western Adjustment & Inspection 
Company in Ohio, with whom he re- 
mained for seventeen years. He resigned 
the latter position four years ago when 


=e = 


he came to New York and became as- 
sociated with the late George R. Bran- 
son, 

L. B. Hazzard left the loss department 
of the Phenix of Brooklyn in 1910 to 
accept a position ‘with the Southern Ad- 
justment Bureau, of which Mr. Windle 
was then the general manager and with 
whom he has been associated ever since. 
Like Mr. Windle, his work has taken 
him to most sections of the United 
States, Canada, West Indies, Central and 


South America. 
J. T. Dargan‘s Career 
J. T. Dargan, Jr. is a son of J. T. 


Dargan who organized the Texas gen- 
eral agency of Dargan & Trezevant, now 
Trezevant & Cochran, and subsequently 
Southern manager of the old Imperial 
Insurance Company of London, and 
afterward president of the Atlanta-Bir- 
mingham Fire Insurance Company of 
Atlanta. Mr. Dargan commenced his 
insurance career under his father with 
the latter company and upon its retire- 
ment entered the employ of the Con- 
tinental as inspector and special agent in 
Alabama, Mississippi and Arkansas. 
He later served as special agent for 
the Firemans’ Fund in Texas, resigning 
that position to enter the employ of the 


Southern Adjustment Bureau as auto- 
mobile adjuster, but Mr. Windle soon 
appointed him branch manager of that 


organization’s Florida department, where 
he remained until 1917 when he resigned 
to enter the service of the Home In- 
surance Company as its chief New York 
City adjuster. He was promoted to his 
present position of assistant general ad- 
juster, which he has held for the last 
five years. During his eight years’ ser- 
vice with the Home fleet their staff of 
salaried adjusters has been increased 
from five to sixty-five. 

Mr. Dargan is regarded as one of the 
mist capable of the younger adjusters 
in New York City and has acquired an 
enviable reputation while with the Home, 
H+ has been fortunate in having served 
under General Adjuster Bament. His 
further development as an independent 
adjuster will be watched with interest. 
Before forming the present organiza- 
tion Mr. Windle had completed plans to 
open and maintain offices in Cuba, Porto 
Kico and Central America. 





In Over Thirty States Palmetto 
Rates Are As High As Conference 


Comparison of the flat automobile rates 
charged by the Palmetto Fire for fire and 
theft insurance on Chrysler cars with 
those of the companies of the National 
Automobile Underwriters’ Conference 
shows that although on the whole the 
Palmetto rates are considerably lower, 
nevertheless in many states Conference 
rates are less expensive. Especially is 
this so as regards the four cylinder open 
and closed models of Chrysler cars. On 
six sylinder cars the Palmetto rates are 
almost universally lower. 

California is the one outstanding in- 
stance of lower Conference rates for all 
models. In nearly thirty states Confer- 
ence rates are less costly than Palmetto 
rates for Chrysler cars, but principally 
in districts outside of the large cities. 
The Palmetto charges apply to all dis- 
tricts alike, giving city residents a distinct 
reduction in rates, but on four cylinder 
models, rural residents are gaining little 
by virtue of the Palmetto plan. 














CAPITAL PAID IN. 


NET SURPLUS 
CONTINGENT RESERVE FUND 


H. A. Smith, President 








National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 1925 


Sovhae bosveneeuepeke seseeeeee$ 3,000,000.00 
RESERVE FOR ALL LIABILITIES 


Seedvesswevean eens nenweesiva «+ 10,972,349.08 


ere ery er 700,000.00 
EES ici nns Soe a Hie son wsscbemlssendtn cena kecghnasnnstaaws sevceceeees 36,044,151.77 
TOTAL SURPLUS TO POLICYHOLDERG........ Seecveveccsee 14,672,349.08 


4 : S. T. Maxwell, Secretary 
F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary F. B. Seymour, Treasurer 
ll G. F. Cowee, Ass’t Secretary 


weds ees eececiseececcorceece 21,371,802.69 


R. M. Anderson, Ass’t Sec’y 
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Use Surety Bonds to 
Finance Auto Sales 


HARTFORD A. & I. SCHEME 





Purchasers Secure Money Through 
Local Agents With Bonds Guaran- 


teeing Payments 





The Hartford Accident & Indemnity, 
of the Hartford Fire group, is making 
novel and practical use of one of its 
surety powers by undertaking to aid the 
direct financing of automobile purchases. 
While the plan is not as yet operative 
in New York City, it is reported as hav- 
ing started in Boston and then having 
been launched in several other cities. 

Briefly, the Hartford Accident & In- 
demnity issues surety bonds to satisfac- 
tory applicants who- wish to purchase 
automobiles, guaranteeing the payment 
of unpaid balances. The company does 
not itself advance any money to the pur- 
chaser but several agents of the com- 
pany, taking advantage of the bond pos- 
sibilities, are advertising their readiness 
to offer purchase money. It is probable 
that they secure funds from banks with 
the surety bonds and the purchasers’ 
notes as collateral or advance some of 
the Hartford’s money which they have 
in connection with their agency accounts. 

As regards fire and theft insurance the 
Hartford Accident & Indemnity, before 
issuing a surety bond, insists that the 
purchaser secure fire and theft coverage 
with some standard company, but not 
necessarily with the Hartford Fire. 

The benefits to be gained from this use 
of the surety bond are numerous. In 
the first place it gives the surety com- 
pany an added source of income and 
agents additional commissions. Besides, 
it provides reliable purchasers of motor 
cars with a financing arrangement for 
a reasonable cost, avoiding the profes- 
sional finance company with high charges 
in many instances. Local agents gen- 
erally are acquainted with the best class 
of purchasers in their districts and are 
able to give the Hartford, or any other 
company writing the same sort of busi- 
ness, first rate surety risks. 


Advertise Easy Purchases 


Some agencies of the Hartford group 
are advertising to the effect that all a 
prospective purchaser of an automobile 
has to do, providing his character and 
financial position is regarded satisfactory, 
is to see the insurance agent who will 
provide him with the needed money so 
that he can pay the automobile dealer in 
full for his car. He then makes his 
time payments to the agent with the 
surety bond guaranteeing the fulfillment 
of all obligations. 

Following is a statement issued this 
week by Norman R. Moray, general 


Manager of the Hartford Accident & 
Indemnity : 


“The Hartford so-called financing plan 
as reported in several of the morning 
papers is in the first place exclusively a 
Matter of the Hartford Accident & In- 
demnity Company and not of the Hart- 
ford lire Insurance Company, but the 
Hartford Accident & Indemnity Com- 
pany does not finance the purchase of 
automobiles. The Hartford Accident & 
Indemnity Company, under its surety 
privileges, is entitled to guarantee finan- 
cial transactions of practically any na- 
ture, and where a client of the Hartford 
Accident & Indemnity Company of suffi- 
Cent financial strength to warrant the 
Hartford Accident & Indemnity Com- 
bany guaranteeing his responsibility de- 
Sires to enter into a contract to purchase 
an automobile, lease a building, pay 
freight charges or any other similar fin- 
ancial obligation, he can obtain a bond. 





“The question of fire, theft or any 
other insurance in connection with these 
transactions is merely incidental, except- 
ing that if the risk involved is subject 
to destruction or loss by fire, theft, or 
other similar hazards, naturally the Hart- 
ford Accident & Indemnity Company 
must have insurance against those ha- 
zards, 


“The Hartford Accident & Indemnity 
Company does not put into the hands 
of all of its agents the right to guarantee 
financial obligations, and most of those 
transactions must be submitted to the 
home office in Hartford. But in some 
cities, among which is Minneapolis, 
where it has in its employ highly trained 
underwriting specialists, the company has 
given the privilege of writing bonds 
guaranteeing financial transactions within 
specified limits, and the guarantee that 
a man will fulfill his contract respecting 
the purchase of an automobile comes 
within those limits. One of the prere- 
quisites, however, of such a guarantee is 
that the purchaser of the automobile 
will insure it in some standard company 
against the hazards of fire and theft, and 
the policy made payable to the purchaser 
of the car and the Harftord Accident & 
Indemnity Company as their respective 
interests may appear.” 





SWEDISH MARINE MARKET 


Domestic Stock Companies Operated 
Successfully With Few Failures; 
Mutuals Predominate 


Swedish insurance companies including 
marine offices share in the respect with 
which their country is generally regarded, 
says the Holborn Agency Corporation of 
New York City. They are considered 
as conservative, reliable and with a few 
exceptions, successful. The first company 
was organized in 1739, but the oldest 
marine company now existing, the “Gau- 
thiod,” dates from 1863. The number of 
stock companies is limited. While in other 
countries including Denmark and Norway, 
marine insurance companies were organized 
by the dozen after the war the number of 
Swedish offices increased from 8 in 1907 
and 9 in 1913 to only 16 in 1917. Corre- 
spondingly failures of companies were rare 
too, only two companies having ceased 
business since 1919, 

Besides the stock companies there are 
about 30 mutual companies. These two 
groups of carriers write nearly all the 
Swedish hull business and most of the 


cargo. Foreign admitted companies have 
virtually disappeared from the Swedish 
market. There is, however, still consid- 


erable competition from unadmitted foreign 
insurers, particularly British and_ this 
competition is the more obnoxious as it is 
based principally upon rate cutting. 















59-61 Maiden Lane, New York 


The “Home” of Automobile Insurance 


= CHESTER M. CLOUD 
Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 
Maryland Casualty Company 








Phone: John 1363 














CONSIDER U. S. OBJECTIONS 


The past week has been an important 
one in marine insurance history says 
the “Post Magazine,” since on Monday 
the reply to the American objections to 
the York Antwerp Rules 1924 was con- 
sidered by the General Average Com- 
mittee of the International Law Associ- 
ation. This reply is based upon the 
report of the Drafting Committee, to 
which the objections were entrusted for 
consideration, and it has, no doubt, been 
influenced by the informal discussions 
which were held with the American 
delegates to the Brussels Conference of 
the International Chamber of Commerce. 
Much depends upon the reception which 
the reply will receive in the United 
States; but io would seem that the con- 
siderable delay will be experienced be- 
fore any further developments take 
place, because it is now apparent that 
no discussion of the Rules is: likely to 
take place at the Marseilles Conference 
of the International Law Association 
which is to be held next year, while any 
special conference called for the purpose 
of discussing the Rules must of necessity 
take place after the Marseilles Confer- 
ence. 





HANDS AFTER ASSOCIATION 

Leonhard T. Hands, Michigan insur- 
ance commissioner, says prospective pur- 
chasers of auto insurance in that state 
have been approached by smooth talk- 
ers who represent themselves as agents 
of the “Autoists’ Auto Owners Associa- 
tion” and offer insurance protection for 
two years, special services and privileges 
such as are accorded the members of 
auto clubs, and a handsome emblem for 
their car, all for $34.50. The insurance, it 
was variously reported, was to cover 
fire, theft, personal liability, collision, and 
other hazards, or merely the last-named 
hazards minus fire and theft. But when 
the victims actually obtained their 
policies they found them to be personal 
accident certificates similar in stipulations 
to those offered as circulation and ad- 
vertising building mediums by various 
newspapers. 





AGENT AT WILKES-BARRE 


John P. Frazier, Philadelphia manager 
of the Travelers’ Fire, has appointed 
Abram S. Galland to represent the com- 
pany at Wilkes-Barre, Pa. 
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AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,678,186.54 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,691,491.37 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,343,600.05 


WRITE FOR OUR AGENCY PROPOSITION 


& COX, Inc. 


Street, New York 











EXPLAINS MARINE COMPETITION 
British Journal Blames It On Big Busi- 
ness During Boom Years and 

Subsequent Decrease. ‘ 

Giving certain reasons why competi- 
tion in marine insurance 1s more severe 
than in other branches the “Journal of 
Commerce” of Liverpool, says: 

“The main cause is, of course, the fact 
that during the war and the period of 
inflation which followed the war there 
were immense values to be covered for 
insurance, and the risks themselves were 
severe. This had the effect of bringing 
in many new companies and causing all 
the fire insurance companies to take up 
marine insurance, either in their own 
names or through some purchased com- 
panies. It is most unfortunate that the 
financial policy which this country 
adopted led to great inflation, and to the 
excessive developments which took place 
in so many trades and business. 

“Much of the capital put into trades 
and businesses during this period has 
been lying idle ever since, and may 
therefore be considered as wasted. The 
fact that so many underwriters were ac- 
customed during the boom years to 
handle an enormous premium income 
naturally leads them to be discontented 
with the comparatively small premium 
income they are able to obtain to-day, 
and they are therefore ready to cut 
rates in order to keep up their volume 
of business. 

“The question, however, arises as to 
why it should be more easy to make 
money in fire or accident insurance than 
in marine insurance, and here some fur- 
ther points arise. In the first place, 
marine insurance is more in the hands 
of brokers than fire and accident insur- 
ance; there is no doubt that the activity 
of brokers in the marine market is con- 
ducive to low rates. Moreover, the ma- 
rine market has to contend with com- 
petition of Lloyd’s and foreign com- 
panies. Foreign companies do not op- 
erate actively in direct marine insurance 
business in this country, but their action 
has the effect of keeping down rates 
through their readiness to accept rein- 
surances. Lolyd’s of course, compete in 
non-marine business, but not to the ex- 
tent that they do in marine. Another 
obstacle which marine underwriters have 
to face is that it is very difficult to apply 
tariffs to marine business, very much 
more difficult than it is to apply them to 
fire and accident business. 

“A development which may lead to 
better conditions in the marine market is 
a reduction in the number of marine 
underwriters. There is a tendency for 
the underwriting of several companies 
to be placed in the hands of one man 
and, moreover, in the hands of a very 
experienced man only.” 


FREDERICK WILLIAMS HERE 

Frederick Williams, foreign agency 
manager of the Motor Union and the 
United British, who has been in Canada 
for the last two months, was in New 
York City last week. He sailed for 
England Wednesday, August 12, on the 
Mauretania. 








JOIN PHILADELPIA ASS’N, 


The Philadelphia Fire Underwriters 
Association has announced the election 
to membership of the Berkshire Mutual 
Fir, of Pittsfield, Mass., the Glen Cove 
Mutual, of Glen Cove, N. Y., and the 
Pawtucket Mutual, of Pawtucket, R. I. 
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Norman R. Moray and Paul L. 


day one of the great 
the 


Haid 


| hope that some 


business organizations, such as 


United States Chamber of Commerce, 
will ask Norman R. Moray, vice-presi 
dent and general manager of the Hart 
ford Accident & Indemnity, to read a 
paper on insurance and if such an in 
vitation does come to Mr. Moray | hope 
he will not plead being so busy that he 


would not have time to prepare such an 
| know of no man in the insur 
business i 


address 
anes who is a consistent 
and intelligent student of this great arm 
of American trade and commerce ; no one 
loos at it from a stand 
point, coupled with constant thought of 
the future trend of the business. He 
has studied the work of the = great 
writers on social problems and economics 
and his mind is not provincial. I am 
quite sure that what he would say would 
interest fire and life men just as it would 


More 


who broader 


casualty men Furthermore, that it 
would offer a great deal of food for 
thoughtful consideration on the part of 


insurance men who can see farther than 


their own noses 


\lthough Mr. Moray has an enviable 
acquaintance with good books he is not 


what is known as “a bookish man.” He 
has a great many human contacts which 
extend to men in many professions, in 


cluding those who practice the fine arts. 


He is an entertaining conversationalist 
and would never find himself in the 
class of the American crude rubber 


bored at 
homes of 


millionaire who was intensely 
a dinner party in the 
the great in London. 


one ol 


“And why were you bored?” asked a 
iriend from Chicago. 

“There wasn't a single person at the 
who could talk about rubber,” he 
replied 


table 


\s long as I am tipping off Insurance 
Manager Madden of the United States 
Chamber of Commerce about speakers 
| have another good bet in mind for him 
and that is Paul L. Haid, president of 
the America Fore Companies 

Mr. Haid is another executive who has 
ideas the circulation of which would 
benefit the business as he too can get 
out of the every day routine and see the 


road some distance ahead. 

So my vote for the speakers at the 
next U. S. Chamber of Commerce meet- 
ing is for Moray and Haid. If Madden 


lands that pair he needn't worry about 
having an interesting and 
convention. 


instructive 


Not Missing Anything in the Louvre 


\nd, speaking further about the rub- 
ber millionaire who found conversation 
at the dinner table flying over his head 
| am reminded that there are some 
\mericans so anxious for culture that 
they take intensive doses-of it in four or 
five weeks annual stretches. Generally, 
you see them about the European art 
galleries and cathedrals with Badekers 








which they industriously study, anxious 
not to miss a trick. 

Two young American college students 
of that type were going through the 


Louvre in Paris with their heads buried 
ina guide book. They thought they had 
to stop in front of every picture and find 
out all about it. Progress was slow as 
the Louvre is pretty big, and there were 


other places to visit. Finally, one of 
them beamed with a new idea and said: 
“Jim, let's get some system into this 
thing. You read and [Il look.” 
— o 
Did the Wives Answer? 
Phil Braniff of Oklahoma City, took 


his life in his hands the other day by 
writing a letter to the wives of the field 
force of the Braniff agency, saying that 
they should chase their husbands out 
of bed at 6 o’cloc’s in the morning; 
“throw a few scuttles of oatmeal” into 
them at 7 o'clock in the morning, “and,” 
he continues, “make him report to you at 
6 p.m, and if he can’t show any new 
business, don’t give him any supper.” 

evidently, wives of insurance men arise 
at an earlier hour in Oklahoma City than 
they do in this part of the country. Here 
at 6 o'clock they do not think of getting 
up; they aren’t awake yet. Refusing 
dinner to a tired business man who hasn't 
made good during the day with orders 
sounds daring, and we would like to see 
it done just for the excitement of the 
thing. Mr. Braniff concludes by saying: 
“Realizing your appreciation of my tak- 
ing such a fatherly interest in none of 
my business, | am, ete.” 

The chapter is not complete. Mr. 
Braniff in his follow-up bulletin should 
tell the world what the wives wrote him 
in reply. 

a ae 


The Soap Hazard 

Ask any casualty underwriter and he 
will tell you that lots of people slip on 
soap in the bath tub and other places 
and injure themselves. It’s because soap 
is slippery and constantly being found 
“out of bounds.” 

Now “Jiggs” Donahue of the 
Waterbury Baseball Club of the Eastern 
League and brings suit against a Spring- 
field Hotel for damages caused by slip- 
ping on a cake of soap resting uneasily 
on a stairway in the hostelry. 
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Union Indemnity 
Company 


FIDELITY and SURETY BONDS 


Accident, Health, Burglary 
Automobile, Liability, Plate Glass 








CASH CAPITAL 





Workmen’s Compensation Insurance 
EXECUTIVE OFFICES 


GREAT EASTERN DEPT. 








$2,450,000.00 830-836 UNION STREET 100 MAIDEN LANE 
NEW ORLEANS NEW YORK 
Somtime ago an enterprising press the American rating methods, which are 


agent for Proctor & Gamble, of “Ivory” 
soap, asked The Eastern Underwriter if 
it couldn't interest some insurance com- 
pany in indemnity against soap accidents. 
This paper gave him a chart contaming 
the names of all the casualty companies 
and has not heard what happened. 


x + oe 
Reporters Stay Away 


One of the insurance conventions is so 
efficiently handled by its publicity direc- 
tor that the reporters do not attend it as 
they have the whole convention in the 
newspaper offices before the meeting be- 


gins. 
a oe 


Fire Insurance Inconsistencies 


There is evidently a strongly in- 
trenched feeling on the part of some ot 
the underwriters for giant fire insurance 
companies that they should be able to 
hold business in competition with small 
companies which the small companies 
have been able to land by reason of form 
or rate or commission liberality. The 
attitude of the big companies is that they 
have lost much of this business because 
their hands are tied through association 
membership or otherwise. This is one 
of the reasons why some of the company 
organizations are having hard sledding, 
going through what might be regarded 
as crises. The situation shows up the 
weakness and defects of the multi-or- 
ganization method of conducting fire in- 
surance, 

While the situation is pessimistic at 
the present time the solution may be an 
all embracing organization for consistent 
and uniform underwriting practices and 
methods. Judging from the comment 
| hear relative to the necessity of such 
an organization propaganda for it is 
making distinct headway. 

The chief stumbling block, of course, 
is the small company which feels that it 
might as well fold up its tent and retire 
or reinsure if it has to compete on all 
fours with great rivals. There is a lot 
to be said from their view point, but 
until there is a dominant controlling 
organization of rates, rules, forms, etc., 
fire insurance will always be an active 
volcano, the eruption being the rankest 
form of favoritism in respect to certain 
assured. 

Fire insurance at the present time is 
not a fair game. There are too many 
tricks, too many wire pullings, too much 
maneuvering for advantage. The man 
with the cleverest agent or broker has 
the laugh on the other fellow. Despite 
rate discrimination laws there continues 
discrimination in one form or another. 
Probably, there is room for reform in 
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Surplus and Reserves as to Policy Holders Over $3,000,000 
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AN AMERICAN COMPANY 


E. P. Amerine, Vice President 
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so complicated and perplexing _ that 
British head office underwriters in private 
conversation find it a most fruitful topic 
of discussion. Schedule rating, by which 
everything is clear and logical when the 
schedule rate manipulator proves his case 
in conversation backed up by the word- 
ing of his form, is often anything but 
fair in actual application. With any 
special risk of considerable value a 
shrewd bro’er can whack off 20 per cent 
in “improving the risk” without much 
difficulty. It is the credit for the im- 
provements which cut down the pre- 
mium, and underwriters are asking them- 
selves whether the so-called improve- 
ments are really worth a 20 per cent re- 
duction. It is the fire company which 
loses the 20 per cent. A few water pails, 
changed construction of a wall or a door, 
or some other improvement make the 
trick possible. 
‘ie © 


Standardization of Papers 


As a point of view I am reproducing 
the following letter written by a prom- 
inent editor and insurance company 
publicity department manager having to 
do with the standardization of papers— 
both independent and company organs— 
of the business of insurance: 

“In glancing over the fire insurance 
section of The Eastern Underwriter, | 
noticed J. W. Longnecker’s announce- 
ment regarding the standardization of 
the Hartford Fire publications. 

“The matter of standardization of sizes 
has appealed to me as a good thing. | 
do not believe that it would take away 
the individuality of the insurance jour- 
nals, which is due to headings, style and 
type, arrangement of displays and mat- 
ters of that description. 

“I do not think the advertising men 
would much concerned with the 
matter but for the fact that the present 
diversity of sizes plays the dickens with 
the advertising makeup. The insurance 
journals have encouraged the companies 
to pay more attention to their copy and 
the style of their advertisements. This 
undoubtedly has resulted in more reve- 
nue for the journals. In carrying out 
this idea the companies have run up 
against the annoying problem of unequal 
size in framing up their advertisements. 
This phase of the situation has caused us 
more trouble than anything else in con- 
nection with the advertising program.” 

“Of course The Eastern Underwriter 
and some others are already on standard 
size. 


be so 


“Longnecker has standardized his pub- 
lications to be constistent, but in the 
case of my own company publications, 
this would not be necessary, as the ad- 
vertising problem does not apply. How- 
ever, we might go on standard size to 
encourage the insurance journals. 

“The publications issued by the com- 
panies have an even greater variety 0 
size than the insurance journals. Some 
of them are fearfully and wonderfully 
made.” : 

* ok * 


Club Conversation 


At the Farmington Country Club neat 
Hartford, many prominent insurance men 
being among the membership, there ! 
said to be very little talk about insurance. 
“Bring your golf bag and leave your 
troubles in the office,” is the slogan. 
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CASUALTY AND 


SURETY NEWS 











Maryland Offering 
Hospital Indemnity 


HEALTH AND ACCIDENT COVER 


Provides Subaieeeemennn for Hospital 
and Graduate Nurse Expense; Policy 
Provisions and Indemnities 
The Maryland Casualty-is issuing a 
hospital expense policy providing reim- 
bursement for hospital and graduate 
nurse expense and operation fees on ac- 
count of accidental injuries and _ illness. 
The policy does not pay a weekly in- 
demnity for loss of time. If the insured 
is confined in a hospital by accident or 
illness, the policy pays the hospital and 
graduate nurse expenses to the limit of 
the amount of the weekly insurance car- 
ride and in addition, surgeon's fees for 
operations within stipulated amounts for 
certain operations. If the insured is 
under the care of a graduate nurse at 
home or elsewhere, reimbursement is 
likewise provided. Hospital expense in- 
cludes room, board, medicines, use ot 
operating room, administration of anes 
thetics, laboratory and x-ray examina- 
tions. ’ 
The annual premium is $25 for $50 
vee"ly insurance with a limit of $1,000 
payable during the policy year ; this rate 
is applicable to men, women and chil- 
dren, regardless of occupation, but oc- 
cupations requiring manual labor or in- 
volving an unusual accident or illness 
hazard are not acceptable. The age lim- 
its of the policy are 7 to 59 years for 

new risks and renewals. 

The policy may be issued in the fol 
lowing amounts: 
Weekly 





Total Annual 


Payment Payment oeey 
$75 $1,500 $37.50 
50 1,000 25.00 
25 500 12.50 


The expense of any injury or illness is 
covered with the following exceptions, 
self-inflicted injuries, alcoholism, drugs 
or drug addiction and childbirth. The 
policy is effective at once for injuries 
and at the end of 15 days from date ot 
issue for illness. 

This form of protection appeals par- 
ticularly to salaried persons whose sal- 
aries may be continued during their dis- 
ability and whose chief concern is the 
added expense for hospital, graduate 
nurse and surgical care that is always in- 
cident to a serious injury or illness. 

The provisions of the policy and 
schedule of operations are as follows: 

Standard Provisions 

Changes in Policy-—No statement made by the 
applicant for insurance not included herein’ shall 
avoid the policy or be used in any legal pro- 
ceeding hereunder. No agent has authority to 
change this policy or to waive any of its pro 
visions. No change in this policy shall be valid 
unless approved by an Executive Officer of the 
Company and such approval be endorsed hereon. 
_ Reinstatement of Policy—If default be made 
in the payment of the agreed premium for this 
policy, the subsequent acceptance of a premium 
hy the Company or by any of its duly author 
ized agents shall reinstate the policy but only 
to cover accidental injury thereafter sustained 
and such sickness as may begin more than ten 
‘lays aiter the date of such acceptance 

Time of Notice of Claim—Written notice of in 
Jury or of sickness on which claim may be 
based must be given to the Company within 
twenty days after the date of the accident caus 
mg such injury or within ten days after the 
commencement of disability from such sickness. 

Sufficiency of Notice-—Such notice given by 
or in behalf of the insured or beneficiary, as the 
Case may be, to the Company at Baltimore, 
Md., or to any authorized agent of the Company, 
with particulars sufficient to identify the insured, 
shall be deemed to be notice to the Company. 
Failure to give notice within the time provided 
m this policy shall not invalidate any claim if 


it shall be shown not to have been reasonably 
possible to give such noitce and that notice 
was given as soon as was reasonably possible. 

Forms for Proof of Loss—The Company, upon 
receipt of such notice, will furnish to the claim 
ant such forms as are usually furnished by it 
for filing proofs of loss. If such forms are not 
so iurnished within fifteen days after the re 
ceipt of such notice the claimant shall be deemed 
to have complied with the requirements of this 
policy as to proof of loss upon submitting, within 
the time fixed in the policy for filing proofs of 
loss, written proot covering the occurrence, char- 
acter and extent of the loss for which claim is 
made. 

Time for Filing Proof of Loss—Affirmative 
proof of loss must be furnished to the Company 
at its said office, within ninety days after the 
date of the loss for which claim is made. 

Medical Examination—The Company shall have 
the right and opportunity to examine the person 
of the Insured when and so often as it may 
reasonably require during the pendency of claim 
hereunder, and also the right and opportunity 
to make an autopsy in case of death where it 
is not forbidden by law. 

Cancellation by Insured—If the Insured shall 
at any time change his occupation to one classi 
fied by the Company as less hazardous than 
that stated in the policy, the Company, upon 
written request of the Insured, and surrender of 
the policy, will cancel the same and will return 
to the Insured the unearned premium, 

Limitations of Time for Bringing Suit—No 
action at law or in equity shall be brought to 
recover on this policy prior to the expiration of 
sixty days after proof of loss has been filed in 
accordance with the requirements of this policy, 
nor shall such action be brought at all unless 
brought within two years from the expiration of 
the time within which proof of loss is required 
by the policy. 

The Limitations Controlled by Statute—If any 
time limitation of this policy with respect to 
viving notice of claim or furnishing proof ot 
loss is less than that permitted by the law of 
the state in which the Insured resides at the 
time this policy is issued, such limitation 1s 
hereby extended to agree with the minimum 
period permitted by such law. 

Cancellation by Company-—-The Company may 
cancel this policy at any time by written notice 
delivered to the Insured or mailed to his last 
address as shown by the records of the Com 
pany, together with cash or the Company’s check 
for the unearned portion of the premiums ac- 
tually paid by the Insured, and such cancella- 
tion shall be without prejudice to any claim 
originating prior thereto. 

Schedule of Operations 

The amounts stated in the following schedule 
are the maximum sums payable for the specified 
operations under this policy if the amount stated 
in Part A is Fifty Dollars Weekly, proportion 
ate amounts stat payable if the amount ts 
yvreater or 
ABSCESS, 


es 
BOLL OR FELON (one or 


Pe) PME. oo0:s c:068e see cecdns ents $ 10 
AMPUTATION OF 

Foot, Hand or Forearm.........scccecee 50 

ae OF RAG ind coveretscucsonds danas 100 

Thigh 2.0... cceeee see cre cece eee ereeeee 200 

Finger or Fingers, Toe or Toes........ 20 
ANEURISM (Tumor of Artery) Ligation 200 
APPR MCE SNS. 0.0 scccesccsescnccvecens 200 


CARBUNCLE (one or more) Incision and 
THOGAMORE vec cccscteresdonedeecuseees 20 
DISLOCATIONS, Reduction of 

Shoulder, Elbow, Hip, Knee or Ankle.... 50 





Wrist or Lower Jaw...c.cccccccccccce 30 
Thumb or Fingers (two or more)........ 20 
EXCISION OF 
Shoulder, Hip or Knee Joint........-+ 200 
Elbow, Wrist or Ankle Joint. eee, ee 
EYE, EAR, NOSE OR THROAT- Any 
cutting Operations .......ccceeececeeece 20 
OVE WOON Oo cca ncdcerdedsseccaecd 50 
FRACTURES, Reduction of 
Lower Jaw, Collar Bone, Shoulder Blade 
C8 VORGREON << innd a nt eae eernarane ces 50 
Breast Bone, Ribs or Coccyx.......... 20 
WOME. sch cai coc ieee eO ec eesedeweasens 10 
Ce Fis od boc g sn cwacniadanidens 70 
Wirt Of TIGGG. «o's tspccdssccccecccetes 30 
Fingers (two or more), Toe or Toes... 20 
Any of the Bones of the Pelvis, except . 
CHECES Bik cer cincsenedtctietcconeeene 50 
TH bic ee acer cake ti whewhegheeees 150 
Knee Cap or Leg Bones (one or both).. 100 
Bones of Poth. cociccccccvcsccscssncvease 30 


GUNSHOT WOUNDS—Treatment not 
necessitating Amputation or Laparotomy 30 
GANGLION— Inéision and Curetting.... 30 
HERNIA (Abdominal)—Any cutting oper- 
ation for radical CUre.....ccscccccccves 200 
HY DROCE : wn Tapping..... 10.00. Ex- 
Co ae | PORTO Ce rrr er Ce 50 


Pasteur Treatment. 100 
R adical 


HY DROP HOBIA 
INGROWING TOE NAIL 


OPEFATION 2.0 vcccciseccveccteecscseseste ‘ 20 
. IDNEY—Fixation or removal........... 200 
LAPAROTE “a Y (opening of the abdom 


ING) CAVIEY) sc cclecececremoenncneemen ren 200 
LARYNG OTOMY OR TRACHEOTOMY | 100 
LITHOTOMY (operation for removal of 

stone in bladder) any cutting......... . 200 
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General ccident 


FIRE AND LIFE 


ASSURANCE CORPORATION, Ltd. 


. FREDERICK RICHARDSON, United States Manages 
G=NERAL BUILDING, 4r 
PHILADELPHIA 
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LOCKJAW 


Injection of anti-tetanic serum 








ME NUNN pacide cuktanuan écmetelcwenwe 200 
Into Spinal Canal 50 
MASTOLDITIS i 100 
NECROSIS OF BONE Sequestrectomy.. 70 
(ESOPHAGOTOMY for stricture or other 
peg RAI COR EE COC TOT Ce 200 
PARACE lapping of Abdomen 50 
PUNE cd daRnec dade addcwadcoueneeunn 50 


RECTUM Hemmorrhoids, Fistula or Poly 
pus; ligation or incision................ 50 


Prolapsed-——Operation for .............. 50 
Malignant Stricture —Excision or Colos 
WN ckeanuewChemee cee cack eetontaes 200 
SKULL TREPHINING 1.6. seccccccaccs 200 
a (Inflammation of joint) 
ROEM Lov iden ceatnstccndbaewcceaues 50 
TUMORS~— -Extirpation from any part of 
the body—-Benign, with local Anesthesia, 
Sars WN UNE Ss fc comaceenacuccenes 70 
Malignant Palliative Operation. . $30.00; 
WRteeRn COECMRIOEE 8 iis. < oécivencccccce 200 
VARICOSE VEINS OR VARICOCELE 
Ligetioe OF PXGWlO. i << éccicccccess 50 
WOUNDS —Setwrine cin ciccccccccsccesce 10 


ISSUES NEW POLICY 


United States Casualty Offers Disability 
Form; Fourteen Days Eliminated 
From Health Cover 


The United States Casualty is issuing 
a new accident and health form known as 
a “Budget Income” Disability Policy. An 
annual premium of $40, points out the cir 
cular announcing the new policy, will pro- 
vide a monthly income of $100 during total 
disability due to sickness or accident. 

If due to sickness the first fourteen days 
of such disability are not covered but after 
such period the indemnity is paid each 
month during such disability up to a limit 
of two years. If due to accident, the in 
demnity covers such disability from the 
first day and is paid monthly during such 
disability throughout the life of the as 
sured. No physical examination is re 
quired, 

The following additional protection is 
afforded : 

If accident causing such total disability 
is sustained on specified common carriers, 
ec-—-the monthly income payable is dou- 
bled. 

One-half the monthly indemnity is pay- 
able (up to 4 months) for hospital con 
finement necessitated by disability from 
sickness or accident. 

One-half the monthly indemnity is pay- 
able (up to 6 months) for partial disability 
caused by accident. 

Large sums are paid for specified oper- 
ations necessitated by sickness or accident. 
WITHDRAWS POLICY 

The accident and health department 
of the Globe Indemnity has withdrawn 
its business women’s diability policy, ef- 
fective on and after August 15. The ac- 
cident only forms issued by the company 
will continue to be issued to women. 


Rowe on Condition of 
Metropolitan Casualty 


MESSAGE’ T Oo 


Semi-Annual Seeteunens Shows Substan- 
tial Financial Gains; President 
Reviews First Six Months 


STOCKHOLD ERS 


The semi-annual report of the president 
of the Metropolitan Casualty to its stock 
holders shows that the company is strong 
financially and that a steady growth is be- 
ing made. The statement of the financial 
condition as of June 30, 1925, shows gross 
assets totaling $6,307,206. Its capital stock 
was $1,400,000 and its surplus $1,166,241 

The company’s admitted assets amounted 
to $6,134,211, an increase of $3,239,078 
over June 30, 1924. Its premium income 
for this period was $4,623,918, an increase 

$2,360,112. It now has 1,480 agents, 
whereas last year it had but 788. In- 
creases in reserves are also reported. Its 
premium reserve is $1,123,015 and its lia- 
bility and compensation claim reserve is 
$439,383. The total reserve amounts to 
$2,031,650, $639,153 of which was trans- 
ferred to surplus. 

The officers of the company are: J. 
Scofield Rowe, president; S. William Bur 
ton, vice-president and secretary-treasurer ; 
Luther E. Mackall and V. A. Hancock, 
vice-presidents ; Albert H. Lahy, assistant 
secretary-treasurer, and Edgar A. Blen- 
dow, assistant secretary. 

President Rowe in his message to the 
company’s stockholders in outlining some 
of the more important events of the first 
six months of 1925, said in part: 

“Karly in the year it became evident that 
the retention of even a small block of the 
Metropolitan stock by the United States 
Fidelity & Guaranty was not consistent 
with the competitive relations of the 
two companies, however friendly these 
might be. 

“To relieve both companies from possi- 
ble embarrassment, we arranged with the 
assistance of F. L. Carlisle & Co., to pur- 
chase the stock owned by the U. S. F. 
G. and this was later distributed to our 
agents and clients, thereby adding sub- 
stantial strength to Metropolitan financial 
support. 

“While the relations between the U. S. 
F. & G. and the Metropolitan are most 
cordial and friendly, the severing of direct 
financial interests naturally led to the resig- 
nation of President R. Howard Bland 
from our board and your president has 
also resigned from the board of the TT S 
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“The strong working alliance made with 
the Agricultural Insurance of Watertown 
has proven most advantageous and, as pre- 
viously reported, enables both companies 
to offer their agents an ‘All Cover’ auto- 
mobile policy—including fire, theft, trans- 
portation, collision, property damage and 
personal injury liability in one combination 
contract. 

“Plans are under way for the issue of 
other combination policies with the Agri- 
culturai: one of these will extend our 
‘Blanket Residence’ policy to cover loss 
from wind storm and tornado and loss of 
use or rental value—in addition to our 
usual coverage of burglary and theft, water 
damage, glass breakage, liability and prop- 
erty damage from aircrafts or automo- 
biles; a policy that every stockholder, who 
is a householder, should carry. 

“Another combination policy will pro- 
vide the golfer or sportsman with fire and 
transportation coverage on personal effects 
in addition to liability for damage to per- 
sou or property and personal accident in- 
spirance; a broad and comprehensive policy 
that is sure to be popular. Our ‘Merit 
Rating’ of check alteration and forgery 
bond business has attracted nation-wide 
attention and has received unqualified pub- 
lic approval. 

“Since January Ist, 1925, new branch 
oflices have been opened in Newark, N. J., 
suffalo, N. Y., Indianapolis, Ind., Los An- 
geles, Cal., and plans have been completed 
to enlarge our Boston surety branch to in- 
clude all casualty lines. The first cost in 
establishing these branches obviously calls 
for a substantial investment and great 
care has been exercised in the seiection 
of well-trained and experienced managers 
and underwriters in order to insure the 
production of a permanent and profitable 
business. 

“The service factor in casualty and 
surety business is of vital importance and 
while the cost of creating alert and efhi- 
cient claim and inspection departments has 
called for a substantial initial investment, 
we are determined to keep our service or- 
ganization a lap ahead of production, al- 
ways bearing in mind the ‘Economy of 
Ultimate Cost.’ 

“To meet a rapid growth of the com- 
pany’s business, the corresponding increase 
in premium reserves and initial expenses 
of organization building, additional financ- 
ing was made necessary to maintain the 
company’s position and sustain continuous 
and progressive development. To meet 
this need stockholders were invited on 
June Ist to subscribe for twenty thousand 
new shares—$25 par value—at $75 per 
share, plus accrued dividend, thereby add- 
ing $500,000 to capital and $1,000,000 to 
surplus account. 

“While this offering of new stock was 
made with the option to pay for one-half, 
$750,000, in June and the remaining $750,- 
000 in November, I am pleased to report 
that 80 per cent or $1,200,000 was paid 
before June 20th, the remaining 20 per cent 
or $300,000 being well over-subscribed for 
payment in November. 

“We are looking ahead with confidence 
and are building a strong progressive in- 
surarice institution that. will safeguard your 
investment and in which you can feel a 
just pride. We are determined to set new 
records of achievement in meeting all 
legitimate insurance needs of our increas- 
ingly complex civilization.” 





OPENS BOSTON BRANCH 

The Metropolitan Casualty has opened 
a Boston branch office at 40 Broad 
Street. The manager of this new office 
is Harry E. Moore, an experienced un- 
derwriter and well known throughout the 
New England States. Mr. Moore was 
at one time connected with the Massa- 
chusetts Bonding and the Zurich General 
Accident & Liability. Associated with 
him are: Harry G. McDonnell, Percy G. 
Cliff, Harold Packard, Edward A. 
Quain, Oscar J. Johnson, Leslie F. Sweet 
and Chester R. Whitman. 





General Agents: 
UNION INDEMNITY COMPANY 





GREENE & GOETSCHIUS, Inc. 


ALEXANDER GREENE, President 


{ 83 MAIDEN LANE, NEW YORK 
CHAMBER OF COMMERCE BLDG., NEWARK, N. J. 


Metropolitan Automobile Managers: 


FIREMAN’S FUND INSURANCE CoO. 
HOME FIRE & MARINE INSURANCE CO. 








Court Holds Manual 
Rates Enforceable 


THE COMPENSATION RISK CASE 





Court in Decision Outlines Principles of 
Law; Employers Liability’ Involved 
in Suit 





A decision holding manual rates en- 
forceable has been handed down by 
Justice Shientag, of the City Court of 
New York, in a case involving the ar- 
bitrary legal application of the correct 
classification and rate for a compensa- 
tion risk without regard to the classi- 
fication or rate at which the policy con- 
tract was issued. The case was that of 
the Employers Liability Assurance Corp., 
vs. Success-Uncle Sam Cone Co. 

The decision is reprinted herewith in 
part as follows: 

“The defendant is engaged in the busi- 
ness of manufacturing ice cream cones. 
On or about June 21, 1921, the plaintiff 
delivered to the defendant its universal 
standard workmen’s compensation in- 
surance policy for the period of one 
year from June 21, 1921, to June 21, 
1922. An advance premium of $56.50 was 
paid when the policy’ was issued. In 
this policy the risk was classified as No. 
6504, manufacturing ice cream cones, 
with a rate of $1.13 per $100 of wages ex- 
pended. There was in fact no such classi- 
fication as manufacturing ice cream 
cones, Code No. 6504, covering food sun- 
dries manufacturing. The policy con- 
tained an endorsement (designated WCU 
2630, N. Y.), providing as follows: 

This policy is issued by the corporation and is 
accepted by this employer with the agreement 
that the rates of premium are subject to modifi- 
cation in accordance with the rate manual and 
rating plans established by the Compensation 
Inspection Rating Board and approved by the 
Superintendent of Insurance of New York, such 
modification, if any, to be expressed by en- 
dorsement, naming the effective date thereof. 


Classification Determined 


Setting forth at length the duties of 
the insurance superintendent in regu- 
lating rates and the function of the Com- 
pensation Inspection Rating Board of 
New York, the decision continues: 

“On March 25, 1921, before the policy 
in question was issued, the risk in this 
case had been inspected by the Compen- 
sation Inspection Rating Board and the 
classification of the risk determined as 
Code No. 2000, bakeries, with a basic 
rate of $2.18 per $100 of annual wages, 


which rate was subsequently reduced to 
$2,099. This classification and rate had 
been approved by the Superintendent of 
Insurance. On April 10, 1922, before the 
expiration of the policy, the Compensa- 
tion Inspection Rating Board notified 
the plaintiff that the policy was not 
written in accordance with the rate es- 
tablished for the risk that it covered, and 
thereafter, on April 13, 1922, the plain- 
tiff issued and forwarded to the defend- 
ant an endorsement to be attached to and 
to form part of the policy, reading as 
follows: 

It is hereby understood and agreed that this 
risk has been schedule rated and that from 
date of issue of this policy the classification No. 
6504—manufacturing ice cream cones, and the 
rate applicable thereto are eliminated and the 
following classification and rate substituted 
therefor: No, 2000—bakeries, $2.009. It is further 
understood and agreed that the adjustment of 
premium will be made on this basis. 


“If the insurance company: is entitled 
to recover in accordance with classifica- 
tion No. 2000—bakeries at the rate of 
$2,099 from the date of the issuance of 
the policy, it should have judgment for 
$462.98. If, on the other hand, it can 
recover only according to classification 
No. 6504 of food sundries manufac- 
turing, from the date of the issuance 
of the policy to the date of the endorse- 
ment, April 13, 1922, and on the basis 
of the bakeries rate from that date to 
the end of the policy, then it should have 
judgment for $291.78. While the differ- 
ence in dollars and cents is compara- 
tively small, an important question of 
public concern is presented in this case. 


Law’s Provision 


“In reaching a conclusion it should be 
borne in mind that the policy of the 
State, as expressed in Sections 67 and 
141 of the Insurance law, is to remove 
the matter of rates, premiums and classi- 
fications from the field of private bar- 
gaining and agreement. Section 67 of 
the Insurance law does this by provid- 
ing that no rates shall take effect until 
approved by the Superintendent of In- 
surance, and thus limits the power of 
the insurance company and the insured 
to contract on the basis of one rate 
alone—the rate approved by the Super- 
intendent of Insurance. This policy has 
a threefold purpose. 

“First, to protect injured workmen and 
the dependents of those killed in indus- 
trial accidents by-insuring the financial 
stability of companies writing compen- 
sation insurance. This means the main- 
tenance of adequate reserves on the basis 
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of a sound and scientific system of rates 
carefully supervised by the State. Sec. 
ondly, it has for its purpose the protec. 
tion of employers against excessive rates, 
and it is the State’s duty to afford this 
protection because employers for the 
most part are compelled by law to carry 
workmen’s compensation insurance ; they 
have no choice in the matter, except 
that certain large employers may under 
prescribed conditions carry their own in- 
surance. And finally, this policy was 
designed to guard against rebates, dis- 
criminations and favoritism in rates, the 
effect of which would be harmful to em- 
ployers as well as to injured workmen, 

“Having in mind these principles and 
considering the provision of the endorse- 
ment that the policy was issued and ac- 
cepted by the employer with the agree- 
ment that rates and premiums were sub- 
ject to modification in accordance with 
the rate manual established by the Com- 
pensation Inspection Rating Board and 
approved by the Superintendent of In- 
surance, it seems clear that the parties 
should be held to have contracted with 
reference to such rate and that the rate 
in the policy should be considered as 
tentative merely. 

“It is not only the right of the State 
but its duty. to see to it that the finan. 
cial stability of insurance carriers is 
maintained and that a just and ade- 
quate system of rates and premiums is 
established and adhered to. The case is 
somewhat analogous to that arising under 
the provision of the Interstate Commerce 
Act that no carrier shall engage in trans- 
portation unless its rates are filed and 
published and that no carrier may charge 
a greater or less compensation for 
transportation than the rates specified in 
the tariffs filed. Judgment is accordingly 
directed in favor of the plaintiff and 
against the defendant for the sum of 
$462.98, together with the costs of the 
action.” 





H. & A. CONFERENCE 
Indiana State Seneuney and Insurance 
Commissioner Among Speakers at 
September Convention 


The program for the twenty-fourth 
annual meeting of the Health & Accident 
Underwriters’ Conference that is to be 
held at West Baden, Ind., Septtmber 1 to 
3, includes round table discussions of vari- 
ous subjects pertaining to the accident and 
health business and many interesting ad- 
dresses, a list of some of the speakers 
being announced this week. 

The address of welcome will be deliv- 
ered by T. S. McMurray, Jr., Commis- 
sioner of Insurance of Indiana. Follow- 
ing the opening address of the President 
of the Conference, C.- O. Pauley, Great 
Northern Life, L. Ert Slack, will talk on 
“Our National Expectancy.” Mr. Slack is 
the general counsel of the Federal Savings 
& Insurance, of Indianapolis. 4 

Other speakers and their subjects i- 
clude: George W. Young, Jr., manager, 
claims department, Inter-State Business 
Men’s Accident Assn., on “Cancellations” ; 
Dr. S. S. Huebner, professor of insur- 
ance, University of Pennsylvania, om 
“Educational Ideals in Accident and 
Health Insurance’; A. E. Forrest, North 
American Accident, on “Disability Insur- 
ance Experience in Southern States”; 
O. Pauley, on “The Conservation of Ac- 
cident and Health Insurance by the Use 
of Riders”; Frederick E. Schortemeiet, 
Secretary of State, Indiana, on “Citizen- 
ship ;” John T. Hutchinson, secretary of 
the Insurance Federation of America, 0 
“The Golden Rule,” and State Senator 
H. C. Kessinger, Illinois, on “The 
Challenge of a Changing World.” 





The Casualty and Surety Club of New 
York will hold its Fall Golf Tournament, 
September 16, at Briarcliff Lodge, New 
York. Mr. W. D. Driscoll, Agent? 
Supervisor in the New York Office © 
the Hartford Accident and Indemnity 
Company, is Chairman of the Golf Com- 
mtitee. Amusements will be available 4 
those who do not play golf. There wi 
be a dinner in the evening. 
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Lilly Traces Origin 
Of Insurance Idea 


_—_— 


GIVES HISTORICAL SKETCH 





Fire and Life Followed Marine Insur- 
ance; Casualty and Surety Lines of 
Later Development 





The origin of the concrete idea of in- 
surance, insurance as the substitution of 
a certain for an uncertain loss, is the 
subject of as much discussion as the 
origin of species pointed out Austin J. 
Lilly, general counsel for the Maryland 
Casualty in an addess to the company’s 
training school in which he traced the 
growth from its earliest stages of the 
instinct for protection. 

Mr. Lilly said that the idea of insur- 
ance is thought to have been found in 
China, among the Teutons, early Chris- 
tians, the ancient Creeks’ and Romans, 
Livy and Suetoniou, Cicero, the Justin- 
ian Code and Pandects being cited to 
justify this theory, but that there were 
contrary citations in equal number. 

Continuing he said in part: There are 
indications which point to the introduc- 
tion of insurance by the Lombards in 
England as early as the thirteenth cen- 
tury, the first English statute on the sub- 
ject being the creation of a commission 
to hear and determine causes arising 
upon policies of assurance in the City 
of London. While there were early’ in- 
surances along miscellaneous _ lines 
through guilds and societies functioning 
on a so-called mutual basis it was 
peculiarly with relation to marine cas- 
ualties that insurance, in its commercial 
aspect, seems to have been first under- 
taken. 

The dispute as to whether fire or life 
insurance next followed upon marine 
takes rank with the philosophical dis- 
cussion of the respective precedences 


of the hen and the egg. This much is 
assured: one or the other came first. 


The Royal Exchange and the London 
Assurance, were the first to write both 
fire and life. 

In the United States, the Sun, an Eng- 
lish company, at Boston, was the first 
fire company. Its office was opened in 
1728. The earliest fire company or- 
ganized in the United States was the 
Philadelphia Contributionship, organized 
on the mutual plan in 1752 and incor- 
porated in 1768. 


Development of Casualty Cover 


Casualty insurance is a very much 
later development. The first accident and 
health company, which was for insurance 
against railroad accidents only, was or- 
ganized in London in 1849. In 1856 it 
was extended to embrace accidents of 
all kinds. In February, 1850, the Frank- 
lin Health Assurance Company, of 
Massachusetts, was, by Special Act of 
the Legislature, authorized to extend its 
lines to include indemnity insurance for 
personal accidents; but the Travelers 
Insurance of Hartford, was the first 
American company to be organized for 
the purpose of writing accident insur- 
ance. 

Hartford claims also the distinction 
of the first steam boiler company: the 
Hartford Steam Boiler Inspection and 
Insurance Company, chartered in 1868. 


Our first plate glass insurance com- 
pany was the United States Plate Glass, 
incorporated in Pennsylvania, April 12, 
1867. 

Employers’ liability is of still more 
recent origin. Industry as we know it 
today is itself of so late a develpoment 
that there was, until well into the nine- 
teenth century, no need of insurance for 
the employer’s protection. 

The first company was organized in 
England in 1880, the Employers Liability 
Assurance Corp. of London. It is stated 
that such insurance was unknown in 


America prior to 1885. In that year, the 
Employers’ Liability’ established an 
American branch at Boston, and issued 
the first employers’ liability policy, of 
which we have a record, in the United 
States, in 1886. 

The Travelers was probably the first 
American company to take on the writ- 
ing of miscellaneous lines. It wrote its 
first employers’ liability policy in 1889. 
The Fidelity and Casualty (organized as 
the Knickerbocker Casualty Insurance 
Company in 1876) probably began the 
writing of similar lines about the same 
time. The United States Casualty was 
organized in 1895; the Maryland Cas- 
ualty in 1898. 

Automobile Insurance, of course, dates 
with the invention of the automobile, 
roughly, from 1900 or thereabouts; and 
Workmen’s Compensation from the pass- 
age of the first Act, New Jersey, 1911. 

Suretyship, though, as an individual 
undertaking, known from the earliest 
days and a subject of comment in no 
less a document of antiquity than the 
Bible itself, first takes on the appear- 
ance of a commercial enterprise in 1820; 
and first assumes importance in the 
decade’ beginning with 1840. The busi- 
ness was of relatively slow growth in 
the United States. 

The Fidelity and Casualty (under the 
name of the Knickerbocker Casualty) 
was the first to issue corporate fidelity 
or surety bonds in the United States, 
in 1876. It was followed by the Ameri- 
can Surety, chartered in 1884; and there- 
after, among others, by\ The Fidelity and 
Deposit, chartered in 1890; the United 
States Fidelity and Guaranty in 1896; 
= the Maryland (for suretyship) in 
1 





VISITS ENGLAND 
L. G. Sams, general superintendent of 
the Casualty Co. of Canada, sailed for 
England Friday, July 24, on the Mont- 
calm, He will in all probability be away 
from the office the best part of a month. 


WINS GOLF TOURNAMENT 





Richard H. Thompson, Third Vice-Presi- 
dent, Crowned Champion in Mary- 
land Casualty’s Affair 


Richard H. Thompson, third vice-presi- 
dent of the Maryland Casualty, was 
crowned champion when he disposed of 
Harry C. Michael in the title round in the 
officers’ and employes’ first handicap golf 
tournament of the Maryland Casualty that 
was played over the course of the Hillen- 
dale Country Club in Baltimore recently. 
John A. Deming, Jr., clerk in the file 
room, was the winner in the low gross 
score, Mr. Thompson winning the low net. 

Match play was in eights, the prize for 
the winner of the first eight being a hand- 
some silver platter awarded by President 
Burns, which was won by Mr. Thompson. 
In addition, the company provided a silver 
cup to be known as the company’s cup to 
be contested for annually, the winner to 
have his name engraved thereon and pos- 
session of the cup for one year. It is then 
to become the permanent property of the 
player winning it three times, not neces- 
sarily in succession. This cup was won 
this year by Mr. Thompson. The runner- 
up in the first eight was Harry C. Michael, 
assistant auditor who received as his prize 
a very good looking desk thermos pitcher 
and tray. 

In the second eight, the winner was J. 
A. McKeon of the claim division, and the 
runner-up was Raymond Finn, likewise of 
the claim division. In the third eight, 

Regan Mulligan was the winner and the 
runner-up was Ivan A. Snyder, superin- 
tendent of the automobile claims. 

Additional speakers who will address the 
French Lick Convention of the National 
Association of Casualty & Surety Agents 
and the International Association of Cas- 
ualty & Surety Underwriters are: United 
States Senator Hiram Bingham of Con- 
necticut, and M. H. Aylesworth, managing 
director of the National Electric Light 
Association. 
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The “LONDON” stands at the very head of the list of those great companies 


whose service in prompt claim-paying has taken all the guesswork out of liability 
indemnity and given insurance a real meaning. 


It is worth recording that many high class agents, unwilling to use anything less 
than the best liability company and unable to secure the local agency of the “LON- 
DON” make it a rule to broker their automobile business through a “LONDON” agent 
rather than lower the general standard of their underwriting by using other available 
companies they could get on their own account. 


When an agent realizes his responsibility to his customer and scrupulously puts 
his fire, theft and collision business in top-notch companies famous for their liberal 
adjustments and prompt payments, he naturally wants his customer’s liability pro- 
tected in like manner and automatically he thinks of the “LONDON” because it is 
recognized as the premier service company all over America; always acceptable to the 
most discriminating and always sure to deliver everything expected of it in the way 
of indemnity and service. 


No Double Headers—We Do Not Compete With Our Own Agents. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


55 Fifth Ave., New York 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


P. Beresford, U. S$. Mgr. Phoenix Assurance Co., Ltd, of London’ - 
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Fred L. Gray, of Fred L. Gray Co, Gen. Agents - ee 
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Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - 
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Cc. M. BERGER 
United States Manager 
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Some Odd Instances 
Of Plate Glass Breaks 


PROTECTION BADLY NEEDED 


A. E. Leibner, U. S. F. & G., Uses 
Unusual Cases to Illustrate Necessity 
For Cover Against Breakage 


Many are the queer causes that play 
their part in the destruction of plate 
glass, points out Albert E. Leibner, su- 
perintendent, plate glass department of 
the United States Fidelity & Guaranty, 
in summing up some of the peculiar 


claims that have come to his attention 
and the consequent need for insurance 
protection 

He says, “A stray deer once entered 


the town limits and seeing its mirage in 
the show window of a merchant’s store, 
made its entrance through one plate and 
its exit through another, escaping back 
into the woods with no apparent harm to 
itself but very much to the discomfort 
of the merchant. A playful cat found its 
into the show window of a drug 
store upsetting some bottles on display 
which fell against the glass, damaging 
it so badly that the falling glass not only 
destroyed all of the merchandise on dis- 
play, but carried with it the remaining 
side window with a damage amounting to 
hundreds of dollars. 

“Breakages caused by persons walk- 
ing through glass in doors and windows 
occurrence. In a recent 
a man walked through a glass in 
a door twice the same day and each time, 
except for shock, was unharmed, It is 
Wuportant especially where the glass ex- 
tends close to the ground, to indicate its 
presenee by the number of the building, 
name or a curtain on the glass. One per- 
haps has wondered why the windows in 
buildings in construction are 
whitewashed or painted. This is a pre- 
caution to prevent workmen from mis 
taking the transparency of the glass for 
an opening with either injury to them 
selves or damage to the glass. Automo- 
bile tires, becoming have been 
known to turn corners, climb stairs and 
finally end their journey inside a mer 
chant’s show window 


Way 


1 a common 


Cast 


course ol 


loose, 


Glass a Safeguard 


“Plate glass has become the universal 
safeguard against burglary at night. In 
addition to its strength and the noise 
made by smashing a pane of plate, its 
transparency, making interiors plainly 
visible to passers-by and to the police, 
makes plate glass the most effective bur- 
glar-proof device extant. However, many 
robberies are committed by the break- 
ing of a plate window. 

“From the daring daylight burglar who 
wraps a missile in cloth and 
then hurls it at the victim’s window and 
in turn a confederate gathers up the loot 
in sight while a third helps direct the 
crowd in the wrong direction, to the sly 
that uses a glass cutter to first 
circle the glass then by using a cloth 
soaked in a gummy substance applied 
over the part circled deadens the sound 
of breakage and prevents the broken 
glass from falling by it adhering to the 
gum. Many ingenious devices have been 
used in removing articles through a 
breakage of this kind. I recall an almost 
human-like hand that worked on a crazy 
arm that could be extended a distance of 
six feet and so operated at one end that 
claws at the other end were made to open 
and shut. The theif could then select an 
article and remove it through the open- 
ing made in the glass, 

“The ultimate question is—What pro- 
tection can a merchant procure that will 
release him from the annoyance and ex- 
pense that usually attend a breakage to 
his show window. The answer is—By 
purchasing a plate glass insurance pol- 
icy. His show window is then made a 
definite fixed charge and not a specula- 
tion. The prompt replacement service 
that an insurance company can render, 
on account of its familiarity with the de- 
tails and arrangements, as large buyers, 


stone or 


crook 


Many to Address 
Safety Congress 


INSURANCE MEN TAKE PART 


Expect 250 to Speak; Seventy Sessions 
Scheduled; To Be Held in 
Cleveland Next Month 


It is expected that there will be about 
two hundred and fifty speakers and 
seventy sessions at the fourteenth an- 
nual Safety Congress that will be held 
at Cleveland, Ohio, from September 28 
to October 2, inclusive, and a_ record 
for large attendance set. The program 
of the Safety Congress includes those 
of the National Safety Council, the 
National Civilian Rehabilation Confer- 
ence and the Conference of the In- 
dustrial Nursing Section of — the 
National Civilian Rehabilitation Confer- 
Health Nursing. The meetings will be 
held at the Statler, Winton and Cleve- 
land Hotels 

Quite a number of insurance men are 
among these scheduled to speak at the 


various section meetings of the Con- 
gress or deliver reports to various 
committees. The speakers and their 


subjects or reports include the follow- 


ing: “The Malinger,” by Dr. Charles 
I. Hutchins, Aetna Life, Syracuse, 
N. Y. The discussion of this subject 


will be led by Dr. A. D. Lazenby, chief 
surgeon, Maryland Casualty, Baltimore, 
Md. W. H. Donald, district manager 
of the engineering department of the 
\merican Mutual Liability, Boston, 
Mass., will take part in a discussion of 
“The Need for More Definite Analysis 
of Accident Causes.” 

\ discussion of 
Should Volume and 


“On What Basis 
Nature of Benefits 
with glaziers may mean more to the mer- 
chant whose show window is his most 
effective selling help than the actual cost 
of the glass.” 


Be Determined,” will be led by H. Wal- 
ter Forster, of Brown, Crosby & Co., 
Philadelphia, Pa. H. T. Brock, gen- 
eral attorney, Casualty Reciprocal Ex- 
change, Kansas City, Mo., will give 
an address on “Safety in Ice Delivery.” 
Another speaker will be Preston D. Cal- 
lum, general agent, Columbia Casualty, 
saltimore, Md., who will talk on “Ac- 


cident Frequency and Severity in the 
Meat Packing Industry. 
H. J. Potter, Hartford Accident & 


Indemnity, will submit a report on the 
activities of the Hartford chapter of the 
Society of Safety Engineers. The re- 
port on the steering committee on re- 
search will be delivered by W. E. Welch, 
Travelers, New York. The report of the 
committee on static electricity, by W. S. 
Payne, Aetna Life, Hartford, and the 
report of the committee investigating the 
safe transportation of compressed gases, 
by A. G. Smith, Travelers Insurance, 
Hartford. The report of the industrial 
poisoning committee to the chemical sec- 
tion will be submitted by S. E. Whiting, 
Liberty Mutual, Boston, Mass. The re- 


port of the statistical committee to the 
public safety section will be delivered 
by Dr. L. I. Dublin, Metropolitan Life, 
New York. 


A discussion of the value and com- 
pilation of marine statistics will be led 
by R. F. Edwards, Prudential Insurance, 
Newark, N. J., and a discussion of “Plant 
Housekeeping” will be led by Al Kroes, 


Employers Mutual Liability, Wausau, 
Wis. Rear Admiral William S. Sims, 
Newport, R. L, is also among the speak- 
ers of note who will address the Con- 
gress. He will talk on “Safety and the 


Nation.” 

An extnbition of motion pictures will 
be given at the Congress. The safety 
exhibit will be located in the Winton 
Hotel, practically all of the former ex- 
hibitors and twenty-two new exhibitors, 
displaying their devices and equipment. 


The Pittsburgh Plate Glass Co. has re- 
duced the price of glass to jbbbers 25%. 








Know Where and 


FIDELITY 


Descriptions of coverage. 








Agents and Brokers! 


Business 
HAVE AT HAND THE 


BOND DIGEST 


(Copyrighted 1925) 


JUST OUT. 


Fits the Pocket 


Complete Information at a Quick Glance 


It supplies a long felt need. It enables the inexperienced 
to handle any ordinary form of bond intelligently. 


The business in brief and in plain English. 


KEEP THIS UNEQUALED GUIDE ON BONDS 
IN YOUR OFFICE OR ON YOUR PERSON 


THERE IS NOTHING LIKE THE 


FIDELITY & SURETY BOND DIGEST 
($2.00) 


THE EASTERN UNDERWRITER 


86 Fulton Street, New York 


How to Get Bond 


& SURETY 


Definitions. Requirements. 




















Tae cmployers’ Liability 
Assurance Corporation, Ltd. 


The otigina!l and ieading Liability 


(neurance Company in the Workd 
uUIABILITY, STEAM BOILEK 
ACCIDENT, HEALTH, FIDELITY 
AND BURGLARY INSURANCR 


Gaited States Branch 
SAMUEL APPLETON, United States Mgr. 
Employers’ Liability Building 
$3 BROAD STREET, BOSTON, MASS 
AGENTS WANTED 











CONVENTION TRANSPORTATION 


Travelers to Meeting of Casualty & 
Surety Men at French Lick, to 
Get Reduced Fare 
By special arrangement with the Passen- 
ger Traffic Association, C. W. Olson, 
chairman of the joint transportation com- 
mittee of the International Association of 
Casualty & Surety Underwriters and the 
National Association of Casualty & Surety 
Agents has advised the members of the 
organizations that he has sent practically 
every casualty and surety manager ard 
general agent certificates that will entitle 
the recipients to a round trip ticket to 
French Lick, Indiana, the place of the 
joint convention of the organizations that 
is to be held the latter part of next month. 
The certificate entitles those who mak: 
use of them a reduction of 25% in rail- 

road fare. 

Arrangements for special cars are con- 
templated from each of the following 
cities; New York City, Chicago, St. Louis 
and Baltimore—the New York car to cover 
the delegates from New York, New Jersey 
aud New England; the Chicago car, dele- 
from northern Tlinois, Lowa, Min- 
nesota, Wisconsin, Michigan, ete.; the St. 
Louis car, delegates from St. Louis and 
points west of St. Louis; and the Balti- 
more car, delegates from Washington, 
saltimore and Philadelphia, ete. 


gates 


RECIPROCAL PURCHASED 

C. P. Summers, president of the newly 
organized Seaboard Casualty of Los An- 
geles and San Francisco, and general 
Western manager for the Lincoln Cas- 
ualty, has purchased control of the 
Union Indemnity Exchange of Califor- 
nia, an automobile reciprocal of San 
lrancisco. 


The H. C. Hare Co., of Jacksonville, 
Kla., general agent of the Royal and 
Kagle Indemnity Companies, have opened 
a branch claim office at Jacksonville. 


Court Arguments 
(Continued from page 15) 


cial Credit Co., and alleges that “there 
are other contracts and documents which 
have not been disclosed; that the super- 
intendent of Insurance addressed an in- 
quiry to the Palmetto Fire Insurance Co. 
requesting the name of the reinsurer of 
the document of June 12, 1925, and the 
certificates issued thereunder, and also 
demanded a list of certificates issued 
under said document of June 12, 1925, 
on risks located on New York State 
residents; and also demanded the pre- 
mium rates provided for under said 
plan be furnished and filed as required 
by law, but notwithstanding said de- 
mands the Palmetto Fire has failed and 
refused to furnish said information.” 

Mr. Fowler discussed losses, and along 
this line the “Journal of Commerce” 
quoted him as follows: 

“Mr. Fowler pointed out that a low 
premimum rate was of little value un- 
less there was some supervision as to 
the proper adjustment of losses. Mr. 


Fowler stressed the importance of the 
public having insurance that will cover 
the loss instead of a low hidden pre- 
mium which mainly protected the inter- 
est of the finance concern,” 
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Arkansas Insu urance Magnate 
(Continued from page 1) 


Mr. Banks owns the controlling inter- 
est in forty-one banks scattered through- 
out the Southwest, these financial insti- 
tutions in turn controlling a great deal 
of local insurance of all kinds. 

That he is something of an insurance 
financier as well is shown by the fact 
that the Home Fire began business in 
1905 with $50,000 paid-in capital and which 
has since been increased by stock divi- 
dends, etc., to $500,000. The first stock 
dividend was in 1908 for $100,000. In 
1919 there was a stock dividend of $200,- 
00 for capital stock increase purposes. 

Banks is not afraid to tackle any kind 
of insurance. He even writes group in- 
surance in competition with the biggest 
life insurance companies in America and 
landed several large lines. He will ac- 
cept a single life insurance risk for as 
much as $100,000. In one state he does 
a tremendously large automobile insur- 





CREATES “PRODUCTOSCOPE” 
A sales help for agents and brokers 
soliciting fidelity, surety and burglary 
lines has been created by John L. Mee, 
vice-president and superintendent of 
agencies of the National Surety. It is 
known as the “Productoscope” and is a 
mental panorama of potential bond busi- 
ness in the average city or town. Every 
type of building is shown in a folder and 
a numeral on each structure guides the 
reader to an index which gives the 
solicitor an idea of the various types of 
bonds and policies obtained in that par- 
ticular building. 


WANTS RELIEF 


The Richmond Rapid Transit Corpora- 
tion, operating a line of passenger busses 


ance business when the size of the com- 
pany is taken into account. 

Mr. Banks is a big user of advertising 
space in daily papers, running ads under 
the head of “Arkansas Philosophy.” His 
ads are very readable and frequently 
praise competitors. 

In addition to running a fleet of insur- 
ance companies and being a banker of 
prominence, Mr. Banks also is prom- 
inent in the lumber business. 

Incidentally, the Home Fire issues par- 
ticipating policies under the title of “Mer- 
chants Underwriters of the Home Fire 
Insurance Co.” The Home Fire guaran- 
tees the policies and receives 25 per cent. 
to cover the expenses on the business of 
the Merchants’ Underwriters. 

The operating name of the controlling 
ownership of the companies in the Banks’ 
chain, is A. B. Banks & Co. 

In life insurance the Home writes 
wonien, disability and many other mod- 
ern coverages. 


+ 


in Richmond, Va., wants to be relieved of 
the obligation of carrying liability insur- 
ance for the protection of the public and 
is planning to have an ordinance intro- 
duced in city council with that end in view. 
It contends that it now has sufficient 
assets to safeguard the public and conse- 
quently should not be compelled to carry 
insurance. 


$10 AUTO POLICIES 


The Godbold-Saunders agency at Rich- 
mond, Va., which represents the Pilot 
Life of Greensboro, N. C., among a num- 
her of other companies, is making a drive 
this month for the sale of 1,000 $10 auto- 
mobile accident policies isued by that com- 
pany. 





ZURICH 


General Accident & Liability 
Insurance Company, Ltd. 


tIEAD OFFICE, Chicago EASTERN DEPT., New York 
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Home Office Buildings 


Casualty Insurance and Surety Bonds 
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Capital, Surplus ent Peserve ¢ £11,000,000.00 


cAlmost every day you will write one or 


more of the 20 major lines written by the 


Maryland (asualty (Company 


‘Baltimore 


A Good Company To Represent 
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Building a Home or 
Building a Business— 


The AAITNA 


Affiliated Companies 
Have Much to Offer 


HE HOME-BUILDER should make sure of 
the successful completion of his project by ar- 
ranging for an Aitna Contract Bond. Then he will 


“TH need Fire Insurance, together with the allied lines, 





—Explosion, Tornado, Rental Value and the like. 
A Combination Residence policy will give general 
casualty protection in a convenient form. Of course, 
his car should be ‘‘covered.’’ Personal Insurance is 
also a vital necessity. 


THE AGENT who represents ‘“‘the strongest 
multiple line insurance organization in the world”’ 
can provide all these types of protection, proving 
himself ‘‘a man worth knowing.’’ Through his 
Etna representation he is building a business,— 
dignified, remunerative, enduring, altogether worth- 

; while. Each month his prestige and opportunities 
It Certainly Pays are being increased by the Aitna national advertis- 


To Be an Aétna-izger — ing which is turning toward him the thoughts of 
insurance buyers in his community. 


ETNA LIFE INSURANCE COMPANY 


and affiliated companies 





of Hartford, Connecticut 








ETNA CASUALTY and SURETY CO. AUTOMOBILE INSURANCE CO. STANDARD FIRE INSURANCE CO. 

















